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“LITTLE GIANT" 





all others 








all others 
(116 assortments) 






TWO KEYS 


to more profits 


These charts (in complete form) will help you reduce your investment and increase your 
turnover on screw plates. The left chart represents the demand for our 126 different 
“Little Giant” Screw Plates. Half the business is done on the four favorite assortments 
—and three-quarters on less than one-twelfth of the whole line. Distributors stocking 
the wrong assortments are not making the proper profit. 


The right chart covers “OK” Screw Plates. We furnish thirty-eight different assort- 
ments, but the four best sellers account for 57% of the business—and the eight best 
take all but 16% of the total volume. 


We will send complete copies of these charts, with the actual importance of each assort- 
ment shown, to every Greenfield customer who will either send us the coupon in this 
advertisement or ask for the charts on his letterhead. 


Detroit: 
228 Congress St., W. 


Chicago: . —*. iy 

A reenfie ‘ap ie 

611 W. Washington Corp. of Canada, Ltd., 
Blvd. GREENFIELD, MASS.,U.S.A. Galt, Ontario. 


New York: 
15 Warren St. 





GREENFIELD TAP & DIE CORP. 
Greenfield, Mass. 


Please send me your charts showing relative sales of different Greenfield screw plates. 
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I!ave you had your copy of Greenlee’s striking 
new miniature catalog, “Tools for Carpenter, 
Electrician and Plumber?” If not be sure and 
write for it today. It’s as neat a little book as 


you've ever seen. 











Have Wide, Open 
Throat Channels 
... Khiminating 


Chip Clogging 


If you haven't already stocked Greenlee Expansive 
Bits, you’re missing something. Because these are 
the tools that are proving so popular with carpenters, 
electricians, plumbers and steam fitters. The trade 
likes them because they are easily and quickly ad- 
justed and hold their cutting edges under hard use. 


The mechanic is turning more and more to Greenlee 
Expansive Bits because the design of these tools has 
overcome the difficulty of clearing chips. Boring 
without troublesome interruption is assured due to 
their wide and open chip channels. At the same 
time faster work results from using coarser screw 
points. 


The popularity of the “Setfasi”, shown above, is 
due to its convenient and quick adjusting locking 
mechanism. A quarter turn of the eccentric pin locks 
or loosens the paris. The setting of the cutter to the 
size desired is accomplished by turning the adjusting 
barrel with the thumb. 


Be sure to get a stock of these expansive bits on 
your shelves. Feature them in your windows and on 
the counters. You will be pleased with the results. 


District Sales Offices: é. R E E N L E E San Francisco: Sheldon Bldg. 


Los Angeles: 1302 Washington Bldg. 


New York: 15 Warren St. : H 
Boston: 34-38 Binford St. T O O ; C O Seattle: L. C. Smith Bldg. 
Philadelphia: 2401 Chestnut St. e Montreal: 129 St. Peter St. 


Nashville: 504 Cotton States Bldg. 


Vancouver: 2808 39th Ave. West 


ROCKFORD, ILL. 
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Bill Matter, 
Millersburg, Pa. 











Milt Long 
Cincinnati, O. 





Ben Cooper, 
Charleroi, Pa. 








Art Nickel, 
Celina, O. 


Jim Adkins, 
Lynchburg, Va. 








Geo. Delamater, 


Bob Gemke, 
Cherry Creek, N. 


Canton, O. 


FAMILIAR FACES 


To many a good hardware man 
on “Worthington territory” 


From Lake Erie to the Ohio River, from Saginaw Bay 
eastward to New York’s Mohawk Valley, across the 
Allegheny Mountains of Pennsylvania and into the Old 
Dominion—wherever you may be doing business, if a 
Worthington representative comes into your store we hope 
you're glad to see him. 


We want you to feel that your “Worthington’s man” is 
your friend—that the house back of him is your friend and 
that their capacity to serve is limited only by the extent 
to which you make use of it. 


A good hardware iobber might be likened to a good 
doctor. Your doctor can’t do much for you if you haven't 
any confidence in him, won’t take his advice and insist on 
experimenting with all sorts of cure-all “patent” medicines. 
Likewise, the dealer who is continually “shopping around,” 
buying in small quantities from many different sources of 
supply, is not getting the proper support from any of them. 


If, on the other hand, he relies on a few competent 
sources, they find his account doubly valuable, not only on 
account of the increased volume but on account of the 
saving in “broken lot” shipments. 


These savings can very soon be passed on in lower prices 
and again the dealer benefits; for the more he buys from 
these distributors—the greater his ‘saving. 


We feel the merchandise, the service and the prices of 
the House of Worthington and the man who is our 
“ambassador” to you are worthy of your entire confidence. 
N.B.—Perhaps you don’t see his picture here. Another 
group will be shown in the June 19th issue. Watch for it! 


THE GEO. WORTHINGTON CO. 
1829 CLEVELAND 1930 


Fred Davis, 


Charles Hageman, 
Lockport, N. Y. 


Norwich, N. Y. 














Dan Rife, 
Lancaster, Pa. 





A. J. Smith, 
Canton, O. 





Guy Snowden, 
Parkersburg, W. Va. 





F. O. Stille, 
Caldwell, O. 


Deed Fortlage, 
Cleveland, O. 
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The NON-SKID 


SCREW DRIVER 







as no serew driver 
has ever sold before 


ND why not? It is the biggest improve- 
ment that has ever been made on a screw 
driver blade. Every man who tries the Bridge- 
port Non-Skid instantly finds that it will not 
slip out of the screw slot—and that it drives 
screws easier, quicker, safer! 


You can sell a Non-Skid Screw Driver to prac- 
tically every mechanic, carpenter and electrician 
that enters your store, because it drives and 
draws screws that a smooth blade won’t touch. 


Just display the Non-Skid demonstration out- 
fit—supplied to you complete—absolutely 
FREE—with small opening stock of 2% dozen 
quick-selling sizes. Costs you only $8.87 and 
retails at $13.30. Order from jobber or direct! 


br 4 3 Styles—All Sizes 

No. 1 (retailse at 50c. to 75c.)—Blade runs clear 
through handle; one of the most powerful screw 
drivers ever made. No. 2 (retails at 25c. to 60c.) 
—Blade, handle and ferrule securely riveted to- 
gether; the best screw driver in its price class. No. 3 
(retails at 40c. to 55c.)—Shock-proof up to 18,000 
volts; slim blade with magnetized point; designed 
especially for electrical and cabinet work. 





Pat. U.S.A., Dec. 3, 1929, No. 1,738,405 


THE BRIDGEPORT HDWE. MFG. CORP. 
BRIDGEPORT, CONNECTICUT 


The World’s Largest Makers of Screw Drivers 





THE CHOICE of MEN WHO KNOW TOOLS 






“4 





The REBBED BLADE Prevents Slipping 

















6 HARDWARE AGE for MAY 22, 1930 


Handled with gloves 









Chase Bronze Screen 
Cloth reaches you 
clean and free 
from discoloration 






HoH a bronze screen cloth that is actually handled 
in the mill, with white cotton gloves to protect it 
from perspiration and soiled hands. * 

That is one of the many reasons why Chase Bronze 
Screen Cloth is popular with high-class stores. 

Double inspection before itis wrapped detects 
promptly and just as promptly rejects. cloth that shows 
any imperfection. 

Careful wrapping in 112-lb. Kraft specially printed 
paper brings each roll to you in good condition—you’ll 
be proud to put Chase-cloth in your window, wrapping 
and all. 

All standard widths; 14-, 16- and 18-mesh, in bright 
(natural) or antique (dark) finish can beshipped promptly 
from our eighteen *warehouse stocks. 

Don’t overlook opportunities to sell Chase Copper 
CHASE Tacks and Chase Brass Escutcheon pins too—both are 


The mark that identifies good necessary adjuncts to a well-rounded-out Bronze or 


brass and copper products. 






Copper Screen Cloth stock. 


CHASE BRONZE SCREEN CLOTH 


A PRODUCT OF CHASE BRASS & COPPER CO.—Incorporated—Waterbury, Conn. 


*WAREHOUSES—New York . . . Boston ... Buffalo ... Newark ... Philadelphia ..,. Baltimore .. . Cincinnati 

Cleveland ... Detroit ... Chicago ... Milwaukee ... Minneapolis ... St. Louis ... New Orleans ... Los Angeles 

San Francisco ... Oakland ... Seattle ... (Also Sales Offices in Pittsburgh and Dallas.) Canadian Rep.: W. E. Booth Co., 
Ltd., Toronto. Mills and Home Office, Waterbury, Conn. 
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To Help 
You Sell 


Pexto has always 
maintained an ade- 

quate policy of helping 
the hardware man sell 

Pexto tools. Every line— 
from hammers on down 
through all the tools—is 
backed up by a smart array 
of booklets, folders, display 
cards, display stands—silent 


salesmen for each product. 


And all this material is 
“store tested” to prove its ef- 
ficiency in moving goods. 
It is proven promotion be- 
fore it 1s sent to you. 


Many display stands are 
furnished to which the ac- 
tual merchandise is fastened 
so that the customer may 
handle it—may “heft” the 
tool and judge of its bal- 
ance. This is the kind of 
display that moves tools off 
shelves. 










THE NAME 
PEXTO—AND 
WHAT IT MEANS 


For over 110 years, the name Pexto has stood for honest 
tools. 

Careful workmanship, coupled with materials selected not 
on price but on the basis of the’ wear they will give—have 
combined to build up an enviable reputation in the in- 
dustry. 

Pexto tools are distinctly not “cheap” tools—neither are 
they expensive. They are designed to meet a special market 
that demands merchandise of honest quality at prices it can 
afford to pay—and of all the markets this is the greatest and 
the most profitable to cultivate. 

Behind Pexto tools is a nation-wide service organization 
of fine wholesalers. They carry Pexto in stock always and 
can give immediate shipment. 

Send for catalogue No. 26-T covering complete line of 
mechanics hand tools, if you haven’t a copy already. 











Pruning Shears 


IT PAYS TO CONCENTRATE—ON PEXTO 


THE PECK, STOW & WILCOX CO. 


Hammers i Wrenches 

— Southington, Conn., Fel 
Screwdrivers Fender and Bod 
Braces U. S. A. Dent pellet ad 


Tools 
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R&S 
O 


Quality Materials 
Plus 
Skill in Fabrication 





Are responsible for Tubu- 
lar and Clinch Rivets that 
drive easily, clinch smooth- 
ly and are not brittle! You 
are unfair to your business 
when you buy rivets of in- 
ferior quality at a price. 
Our rivets are worth more 
because they are absolutely 
dependable. 


SApproved / 


PRC vm 0 the keenest 
buying brains in the country 





cst 


























TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


ff 











‘The largest 
factory inthe 
world devoted 
to the manu~ 
facture of 

Jubular an 

Clinch Rivets 
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GRASS 
SHEARS 


Wan cA\S TREMENDOUS DEMAND 
PPE iso) tolus gucivanlcn SATISFIED CUSTOMERS 
ee dentitiy them by ther andles meee LARGER MARGINS 
PROTECTED PROFITS 
GOODS WELL DISPLAYED are enthusing thousands of independent dealers over the DOO- 


KLIP line. You owe it to yourself and your customers to stock 
and push DOO-KLIPS. This is the time. 


PRUNER sy]2 





are half sold! Pep up your DOO-KLIP sales with this attractive Window 
Display piece, It's free. Send for it now 


ee ne a de 


Made by The Alliance Manufacturing Co. 4!lignce 
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SHALL WE WHISPER 


or have a straight-out talk 
Our Half-Million 
Keep Billions of Dollars Worth | 





METAL TRADES 
The Iron Age 


HARDWARE TRADE 


Hardware Age 
Hardware Age Catalog 
Hardware Age Verified List 


TEXTILE 


Dry Goods Economist 

Economist Buyers Directory 

Nugents 

Nugent’s Directory 

National Dry Goods Reporter and 
Drygoodsman 


National Dry Goods Reporter Whole- 


sale 
Chicago Buyers Directory 


SHOES AND HOSIERY 


Boot & Shoe Recorder 
Hosiery Age 


JEWELRY AND OPTICAL 


The Jewelers’ Circular 
- The Optical Journal 
The Jewelers’ Circular Buyers’ 
Directory 


OU’RE a manufacturer selling goods to 

merchants or other manufacturers. By sell- 
ing goods we mean you’re out on the skirmish 
line keeping your goods in motion. What are 
your tactics? Do you whisper to the multitude 
in hopes that in a lull in the ceaseless din of busi- 
ness your words will trickle by chance into your 
prospects’ consciousness? You do not. You but- 
ton-hole your prospect, give hima good straight- 
out talk ... no fancy work, no fol-de-rol. You 
talk facts and cases, and inoculate the man with 
your product and its name and purpose. 


HOSE who buy by the gross, the carload, 

or the train load are not being seduced by 
any gentle voice whispering to the multitude. 
Button-holing these prospects for a stratght-out 
talking-to is your real problem—isn’t 1t? 


ITH all the present banging on outer 

doors and shouting from the house-tops, 
can you blame the men who contribute so greatly 
to keeping billions of dollafs worth of mer- 
chandise in motion for locking themselves into 
sound-proof shelters of seeming indifference? 
... And not content with this precaution they 
guard assiduously all lines of access . . . And 
turn a deaf ear and a hard eye on all unsolicited 
encroachment. 


RUE—there is a certain amount of cour- 
tesy left in business. We crash the gate 
occasionally—much to our astonishment, too. 
But, it’s the invited guest that sits up to the table 
and partakes of the feast—that gets the opportu- 


UNITED BUSINESS 


239 WES i 39th GER ET 


A. C. PEARSON, CHAIRMAN F. J. FRANK 
ARNOLD L. DAVIS, SECRETARY 
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TO THE MULTITUDE 


with men who really count? 


Executive Readers 


of Merchandise in Motion 


nity to specify his choice for light or dark meat 
—or a little of both, please, and plenty of gravy. 


ND who, pray tell, are the invited guests? 

Well ... more than ever before, business 

men are looking to their trade publications for 

information and aid. They are inviting them 

into their business, and placing great confi- 

dence in those publications that serve them sin- 
cerely and effectively. 


ERE are thirty such publications and 
service units of the United Business Pub- 
lishers, Inc.—each a welcome, invited guest of 
the leaders in the industry which it serves, carry- 
ing messages through the doors and into the con- 
fidence of the men who keep billions of dollars 
worth of merchandise in motion. No whisper- 
ing to the multitude here—but straight-out, 
friendly, helpful contacts with the men who 
count. 


BVIOUSLY, there are times when the 

multitude—the ultimate consumers—must 
be reached. But, when the leaders who keep the 
billions in motion should be spoken to—go to 
them by the most direct medium, their trade 
publications. 


HESE publications of the U. B. P. are 

backed by an organization whose consum- 
ing purpose is to see More Merchandise in Mo- 
tion—and More Merchandise Sold Right. Use 
the unexcelled facilities which these publica- 
tions and services provide up to the very limit 
of their ability to serve you. 


PUBLISHERS, INC. 


NEW YORK 


PRESIDENT Cc. A. MUSSELMAN, 


F. C STEVENS, TREASURER 


VICE-PRESIDENT 





AUTOMOTIVE 


Automotive Industries 
Automobile Trade Journal and Motor 
Age 

Motor World Wholesale 
The Commercial Car Journal and 

Ze Operation and Maintenance 
Automotive Industrial Red Book 
Chilton Automotive Multi-Guide 
Chilton Aero Directory and Catalog 


OIL 


Oil Field Engineering 
Chilton Petroleum Handbook 


TOYS 
Toy World 


PLUMBING AND HEATING 
Sanitary and Heating Age 


WAREHOUSING 
Distribution "and Warehousing 


LUMBER 


National Lumberman 


INSURANCE 
The Spectator 








2. 
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Source ot supply-- your har dwar e€ dealer 
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doesn’t even 
stop for water 
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Selling your store 
asa source of supply 








Aswarnnncs which makes 
no mention of the dealer mis- 
fires so far as you are concerned. 


It may be directed at the right 
people but that does no good if it 
doesn’t direct them to your store. 





Nicholson File Company ad- 
vertising makes no error of 
omission in this matter. B 

sentences such as—Your Hard- 
ware Dealer Can Supply You 
— this advertising sells your 
store as a source of supply. 





NICHOLSON FILE CO. 
Providence, R.1., U.S.A. 


— A File for Every Purpose 


OL 
e% 
U.S.A. 


(TRADE MARK) 
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that sale 


Neat ~ 


Most any kind of a house 
pump will answer for some 
folks. They think of it as 
merely another pump for 
their well or cistern and 
are easily satisfied. 


But satisfaction of this 
kind is usually short lived 
and quite frequently the 
profits, if any, are soon 
wiped out by service trips 
and repairs. 


That’s the reason so many 
dealers in so many localities 
now sell Myers House 
Pumps exclusively. They 
have found through exper- 
ience that quality built 
pumps like the Myers ren- 
der real pumping service. 


With patented features to 
lessen pumping labor, in- 
crease the volume and 
lengthen years of operation, 
Myers House Pumps excel 
in so many ways and offer 
such exceptional value in 
terms of long years of pump- 
ing service they can be sold 
with confidence at reason- 
able prices which afford 
ample profits for those who 
stock them. 


Just a word from you will 
bring catalog and prices. 
Say it by letter or by wire. 


Attractive~ 
Dependable 


< eRe jam = thee 
= ge = a 
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HOUSE PUMPS 











PUMPS-WATER SYSTEMS -HAY 
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Take me 
oO The 
MYERS 
WA TOOLS -DOOR HANGERS 
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PATENTED 


COG-GEAR 








_— 

















= 


a _ Hi 
= \ 


ECTIONAL VI EW 
COCK SPOUT. 


















PATENTED \ 


GLASS 


BRASS VALVE SEAT 


THE F.E.MYERS & BRO.¢9. 


ASHLAND, OHIO. 


I Manufacturers for over Fifty Years of MYERS HONOR:BILT PUMPS for E 





WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS ~ BARN.FACTORY and 
GARAGE DOOR HANGERS: STORE LADDERS. Etc, 
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Hardware Manufacturers— 


An Extra Preferred Issue 
100% Cumulative 


On July 3rd HARDWARE AGE will issue the RETAIL CONVENTION 
NUMBER which will contain a complete, illustrated report of 
the Annual Retail Hardware Convention, held in 
St. Louis during the week of June 24-28. 


Purpose of the Issue 


The purpose of this issue is to report to 
the Retail Hardware Merchants through- 
out the country the discussion and so- 
lution of the basic problems affecting 
retail hardware merchandising con- 


sidered at the convention. 


Earnings 


Your earnings from space used in this 
issue must be LARGE—for you are 
assured of an audience particularly sus- 
ceptible at this time to your sales 


message. 


Priece—Regular Space Rates, To Yield 1007, er better 


Space in this issue is offered by HARDWARE AGE, 239 West 39th St., 
New York, N. Y. Final forms close June 24—but we suggest 
that you submit copy before June 9th so that final 


proof can be sent you for your approval. 


Your Seeurity 


Every one of the 20,000 hardware mer- 
chants and jobbers and their salesmen 
—readers of HARDWARE AGE—is vi- 
tally interested in the solution of these : 
problems—and this guarantees you that : 
this issue will have a most interested : 
reading from cover to cover. 
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7. are millions of bolts and nuts 
used every day. They must all be 


pretty good to get by. Then, why all 


LATKMtECIRe] oLolUlaKe In Xela ital) Cola ol gelato Kk: 


Well, one brand has been known all 
over the world for close to eighty-five 
years. They can’t all be that good. 


RUSSELL, BURDSALL & Sco 
BOLT AND NUT COMPANY 


ROCK FALLS, ILL. PORT CHESTER, N.Y. CORAOPOLIS, PA. 


PHILADELPHIA - CHICAGO - DETROIT - SAN FRANCISCO + LOS ANGELES - SEATTLE - PORTLAND 
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The PHARIS IDEA 


EVENTEEN years 

ago Carl Pharis 
said: “If we build good 
tires and tubes and sell 
them without stores, 









warehouses, branches 






orsalesmen, to respon- 
sible concerns who pay 
their bills, we can un- 
dersell our competi- 
tors and furnish a 
better product.” 
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THAT’S WHY PHARIS ACCOUNTS ARE MAKING MONEY 





W ‘ITH the replacement business ap- 
proaching a new “high,” was there 
ever a better time to consider the pro- 
ducts and prices of a manufacturer who 
has steadfastly followed the same sound 
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PHARIS 
TIRES 


and TUBES 


idea for 17 years? Put “the Pharis Idea” 
up beside your business, look at them 
both, and see if they dont match. Then 
write us. The Pharis Tire and Rubber 
Co., Newark, Ohio, U. S. A. 
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Mr. Punch says, “These four Goodell-Pratt tools should 


be standard stock items with every hardware store.” 














+ 











No. 5Y2 Hand Drill The most practical hand drill made 
for all-around use. Capacity to 3%”. 
Two speeds—easily changed with 
Shifter Knob. No holding back 
when drilling through. Simply shift 
to “Slow” speed. Polished Handle. 
Hollow handle for holding drills. 
Spindle runs in ball bearings. Frame 
is strong, malleable iron. A favor- 
ite with the home workshop fan 
Wonderful value—fast sales. 





No. 6 Breast Drill Here is a drill a man can put some 
“heft” behind on a real tough job. 
The price at which you can sell 
this drill represents a real value. 
It will take drills up to half-inch. 
There are two speeds, changed by 
turning the Shifter Knob marked 
“Fast” or “Slow.” The shifting 
mechanism is very strong and reli- 
able. 





GOODELL-PRATT COMPANY - - - 


New York, 107 Lafayette St. 





Calipers, Dividers, Microm- 
eters, Hack Saw Blades 
Feeler Gauges, Depth 
Gauges, Electric Drills, 
Lathes, Levels, Squares, 
Straight Edges 





Four Tool Leaders for 1930 


Chicago, 38 N. Clinton St. 


GOODELL 
PRATT 











Mr. Punch Every tool user knows Mr. 
Punch — that handy automatic drill 
that deserves a place in every home. 
A display of these drills on your 
counter will be sure to attract the 
eye of women customers in your store. 
The next time you sell bathroom fix- 
tures or curtain fixtures to a woman, 
show her this drill. Remember that 
it can be used in plaster as well as wood. 


No. 811A Automatic Screw Driver 
To drive screws with lightning 
speed or to draw them out just as 
fast, you cannot sell a better toot 
than the No. 811A Automatic Screw 
Driver. The knurled sleeve controls 
the action right or left and when 
at “‘neutral” the tool can be used 
as a plain screw driver. Each screw 
driver is provided with three tool 
steel blades, hardened, tempered 
and polished. A real handy tool for 
the home workshop. 


- Greenfield, Mass., U. S. A. 


London, 127 Queen Victoria St. 


Cold Chisels, Screw Drivers, 
Tool Sets, Repair Kits, Valve 
Lifters, Carbon Scrapers, 
Glass Cutters, Bit Braces, 
Mitre Boxes, Nail Sets, 
Punches 
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The Easiest Tools for You to Sell and the Most 
Satisfactory for Your 
Customers to Use 


W. ROSE TOOLS 
Crucible Steel 
and Tempered on Both Edges 


Every W. ROSE Trowel is made from a single 
piece of fine crucible steel—tang included. There 
are no welds—blades are tempered on both edges, 
and are tested for hardness before being shipped. 
Handles always stay on without a rivet or button to 
irritate the wrist or mar the work. 

W. ROSE BRICK TROWELS come with low 
and high shanks . . . limber or stiff . . . long or 
short handles . . . leather or hardwood handles. 



















es 









a 


"We Make Trowels De- 
signed Especially for 
Bricklayers Who Desire 
the English Type—No. 
116, For Instance 


Through our advertising in publications read 
by bricklayers, masons and 'plasterers, and tile 
layers, we are sending these men into your store. 
Carry a stock of W. ROSE Tools large enough 
for them to make a selection and you will find that 
your store will soon become a tool headquarters, 
also that these same highly paid artisans will buy 





: W. ROSE Brick Sets 
Ae more than tools in your store. or Bri Ghia 
the line. They leave hand, beveled one or 
no holes to point. both sides 


W. ROSE & BROS., George K. Goodwin, Owner, SHARON HILL, PA. 


NEW YORK TERRITORY CHICAGO TERRITORY INTER MOUNTAIN TERRITORY 


Henricks & Howell, 41 Murray St., Clarence E. Bullock, Inc., L. B. Putnam Oo., 47th & Glenarm S8ts., 
New York City 844 Rush St., Chicago Denver, Colo. 
SOUTHERN TERRITORY NEW ENGLAND TERRITORY WESTERN TERRITORY 
A. H. Deveney Company, Crowe, McGarvey & Co. J. B. Lippincott Company, San Francisco, 
1505 4th Nat’l Bank Bldg., 63 Commercial Wharf, Boston, Mass. Calif.; Seattle, Wash.; El Paso, Tegas ; 
Atlanta, Ga. CANADA Los Angeles, Calif. 


Geo. B. Fraser, 39 Tyndall Ave., 
Toronto, Canada 


W. ROSE TOOLS Endure 
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May 18th to 24th 


Keep your finger on the pulse 
of progress. Ammunition has 
improved and you'll find new 
trends in buying favoring the 
cartridge which has every- 
thing a shooter needs. 
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TRADE MARK 


GOING BIGGER 
EVERY DAY 
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TRADE MARK 


STA YNLESS 
KOPPERKLADS 
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The .22 caliber cartridges that combine 

every feature needed for the best results 

in shooting and in sales. 

Outstanding — in accuracy and depend- 

ability— 

And Staynless—which protects the bore 

against rusting and pitting— 

And copper coated—an added feature which 

does away with objectionable grease on 

bullets, prevents the picking up of dirt 

that might work into the breach mechanism 

of the rifle and keeps the fingers and the 

pockets of the shooter clean. 

Kopperklads, in consequence, are steadily 

becoming the most popular of small bore 
ammunition. 
Your jobber can supply you now. 


WINCHESTER REPEATING ARMS CO. 


New Haven, Conn., U. S. A. 


New York Office and Showroom 


312 Broadway 
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ATKINS 


STEEL SAW S= 


PRUNING SAWS Are a Source 
of Good Profit— 


















—when you sell ATKINS. 
Many of the leading or- 
chardists as well as horti- 
cultural schools prefer 
ATKINS because of 
their design, bal- 
ance, and greater 
cutting quali- 
























Atkins manufacture curved and tapered Pruning Saws as 
well as the hand saw style from genuine SILVER 
STEEL with a roomy handle which permits of easier sawing. 


We will furnish you with a quantity of Atkins book “PRUNING AND 
PRUNING SAWS” with your name imprinted thereon, if you will write 
for them. 













E. C. ATKINS AND COMPANY 
Home Office and factory: Indianapolis, Ind. 


Canadian Factory: Hamilton, Ontario 






Branches carrying complete stocks 
Memphis New Orleans San Francisco Vancouver, B. C. Toronto, Ont. 
Paris, France New York Portland Seattle 






Atlanta 
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Robert P. Lamont, Secretary of average and whether they are selling more or less than the 

The Status Commerce, is authority for the average quantity of merchandise. With this informa- 

of Residential statement that residential building tion it is but a step to find the status of the wage bill. 

Building is half normal. He predicts that It may be that a store paying high wages, yet selling a 


high average of merchandise, is in reality at less expense 
for this item of cost than a store which pays low wages 
and sells less per sales person. 

The merchant will be able from the census to ascertain 
the proportion of business done on credit in his locality 
and the nation as a whole ; the amount of returned goods ; 
value of stock carried, expenses and various other items. 

This and much other vital information constitutes the 
answer to the question: “Why a census of distribution.” 


cheap money will stimulate construc- 
tion, but he also says that the history of American busi- 
ness shows that there is a six months’ lag between a 
significant change in interest rates and a spurt in 
building. 

If Mr. Lamont is correct in his deductions, it means 
that it will be midsummer at least before residential con- 
struction hits its stride. When that time arrives, how- 
ever, the hardware sales which a building program pre- 
sages, will go to those merchants who have the stock as ee 
well as the willingness to serve. Meanwhile the man 
who intends to build may save money and get better 
service by building in advance of the crowd. 


, The sporting goods manufactur- 
Spike the ers have taken a decidedly forward 
“Indorsement step in the matter of taking the 
—s Racket” bunk out of sporting goods adver- 
tising. Hereafter the athlete who 
breaks a record, will not find it easy to gather in a good 
sized check for claiming that his success was due to 
some certain brand of sporting’ goods, unless he is a 
bona-fide user of the brand in question. 

Representatives of 90 per cent of the sporting goods 
manufacturers of the United States recently held a Trade 
Practice Conference, presided over by Garland S. Fer- 
guson, Jr., chairman of the Federal Trade Commission. 
At that conference eleven resolutions were formulated 
and adopted, listing what are considered to be unfair 
to his own business, classify his store as to size. He trade practices and policies. Among those resolutions 
can, by comparison of sales per capita with other cities, pom several bearing on the subject of “Indorsement 
ascertain whether his city or town is behind in the con- ~ ae 
sumption of his merchandise. He will also know the pal cenatereas den ~ ents - _—— 
silo: £6 puiuniled comvapncs upon shows be can deere goods makers have reminded us of the old combination 

; ; ‘ news and patent medicine ads. We doubt if many people 
for business, estimate their probable annual purchases were actually fooled. In fact, we are rather incieed 
and know whether he is getting his share of their trade. to think that the “indorsement racket” often raised a 

The census will enable the retailer to judge whether suspicion in the minds of readers as to the truth of 

the total number of employees is over or under the sporting goods advertising in general. 
21 
(Index to Editorial Contents will be found on page 68) 


” 


The best answer to the frequent 
Why a Census queries as to the use and value of a 
of Distribution? census of distribution is in the re- 
markable document on the subject 
soon to be released by the Department of Commerce. 
In all efforts to improve wholesale and retail trade one 
of the first obstacles has been the need for accurate and 
complete information, and in this Census of Distribution 
the Department of Commerce has provided the basis 
upon which plans for betterment may be built. 
The retailer may, by applying the figures of the census 
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Business Bigamy 


Winey has stated repeatedly 
its belief that a manufacturer should choose 
between the chain outlets and the legitimate 
hardware trade for the distribution of its 
products. To straddle the fence is business 
bigamy. ... McKinney married the hardware 
trade and is happy with its choice. Quality 
products of the type that bear the McKinney 
name require distributors who understand 
quality and cater to a clientele which appre- 
ciates it.... If you belong in this group, capital- 
ize your independence by displaying and sup- 
plying goods that set you apart and above the 
chain stores. 


President 
McKINNEY MANUFACTURING COMPANY 


, PITTSBURGH, PENNA. 


McKINNEY HARDWARE 


The Jewelry of the Home 


STRAP, T AND BuTT-HINGES; NON-MortTISE BUTT- 


HINGES; MCKINNEY FORGED IRON 


HARDWARE; 


MCKINNEY Locks; GARAGE HARDWARE AND PADLOCKS 


$ 
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JAMES A. 
FARRELL 


The President of the United States Steel Corporation 
points to the fact that business is getting back to a sound 


basis—to realities, that mergers are losing their bloom, 


wages ate not coming down and that .... . 


This Country Was 
by Small Com 


HERE is nothing the 

matter with the steel in- 

dustry. I doubt if the 

real business situation 

was affected by the 

speculators and the peo- 
ple who were loaning millions on 
call at 10 or 15 per cent. Our busi- 
ness has a solid background. As 
Mr. Schwab has said, if you go over 
a period of time you will find, tak- 
ing everything into account, that our 
business is good. Here and there, 
in some particular lines, business is 
not so good. I often think that per- 
haps here and there a little check on 
luxuries and other things that are 
not permanent is helpful. 


Much Pipe Tonnage in Sight 

Take our business today—I can 
say that our business is very good. 
The production of most of the com- 
panies is up to 79 or 80 per cent— 
not down to 79 or 80 per cent, but 
up to 79 or 80 per cent. As I have 
said on other occasions, if we were 
to take our capacity today and com- 
pare it with our capacity two or 





By JAMES A. FARRELL* 


three years ago, we would all be 
running over 100 per cent. 

There have been in the industry 
situations that 
sometimes oc- 
cur overnight. 
We have one 
at the mo- 
ment. For a 
month or two 
the manufac- 
turers of pipe 
have been 
wondering 








Built Up 


anies 


what they are going to do with their 
capacities and their plants. I think 
within 30 days every pipe manufac- 
turer in the country will have his 
capacity filled until the early part 
of "next year. 

And then we go to the building 
business. What is the matter with 
the building business? Every fabri- 
cating plant in the country has got 
four or five months’ work, but there 
is one feature of the fabricating 
situation which causes concern from 

(Continued on page 36) 


| We must give some thoughts to the recrudescence of the smaller 
manufacturer. This country was built up by small companies. 


1 The bloom is off the rose in the merger business. 


| Wages are not coming down. 


| We can compete in any market in the world except where there 


is an arbitrary tariff. 


1. Short-sighted tariff tinkering encourages retaliation by other 


countries. 





From Varied Stock to One Line Only— 
BUILDERS’ HARDWARE 


ECAUSE in his judgment 
hardware dealers generally 
were neglecting the big op- 
portunities in the builders’ 
hardware business, D. 
Fletcher Barber decided 
that he would specialize in that field. 
He did just that, one year ago, con- 
verting the firm of Chandler & 
Barber Co. into a specialty house, 
when for many years its stock was 
as varied as almost any large hard- 
ware department store in the coun- 
try. In such lines as radio, tires, 
auto accessories, general hardware, 
tools, paints, cutlery, marine hard- 
ware, etc., the firm was a recog- 
nized leading retail distributor. Its 
store was known as a place where 
the latest in these lines would be 
displayed at the earliest moment. 

This drastic change included mov- 
ing from the very heart of down- 
town Boston where business is al- 
ways busy to a location in the Back 
Bay district where general shopping 
traffic is relatively nil. The new ad- 
dress is 113 Huntington Avenue, at 
the extreme end of the famous 
Mechanics Building, the place where 
the annual New England convention 
and exhibit are held. 

Early in his experience as a mer- 
chant Mr. Barber found his store 
was doing practically no neighbor- 
hood trade at all. It was serving 
almost exclusively the transient and 
regular traffic to and from the four 
railroad terminals of downtown 
Boston. This suggested very care- 
ful attention to window displays and 
frequent changes, with visible price 
tags on all merchandise, because the 
appeal had to be largely an eye 
appeal to those passing the store. 
The customers being suburbanites 
their needs included garden equip- 
ment, seeds, etc., and so the stock 
was augmented accordingly. This 
all took place more than forty years 
ago. 

In 1898 the four terminals were 
consolidated into the famous South 





Two tone walls and harmonizing 

electric fixtures impress the cus- 

tomer as he enters the Chandler 

& Barber exclusive builder’s hard- 

ware store. Photos of completed 

jobs are on the walls of the en- 
trance hall. 


Station which for a time was re- 
ported to have carried a larger daily 
traffic than the Grand Central Sta- 
tion in New York City. As the 
terminal traffic increased the sales 
of Chandler & Barber increased. In 
1900 the store was moved nearer to 
the new South Station and sales 
again increased; the business about 
this time was 50 per cent cash and 
50 per cent on account. 








D. FLETCHER 
BARBER 


A past president of 

both the New Eng- 

. land and National 

Retail Hardware 
Associations. 


Displays in the windows and in- 
terior continued to be the most im- 
portant business-getting appeals and 
were never neglected. The store 
was one of the first in the country 
to systematize the shelf goods with 
boxes showing sample of contents 
on the outside. It was also one of 
the first to eliminate the sales coun- 
ter barrier between the merchandise 
for sale and the customer who 
wanted to buy. More than twenty 
years ago Mr. Barber used the 
island or battery plan for his show 
cases so that people could circulate 
and see a maximum of the goods 
for sale. 

When autos became popular this 
firm added an auto accessories and 
tires department. When electrical 
appliances came in they were added 
as was radio. Cutlery, cameras, 
marine hardware, paints, etc., had 
all been added so that two years ago 
the Chandler & Barber store made 
a very general appeal to the con- 
sumer. 

Being a student Mr. Barber found 
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Two views of the outer office. 


Fletcher and Ralph Barber. 





that in the last ten years his store 
was getting less market and rel- 
atively more rent. He investigated 
and found that chain store operators 
reported a substantial decrease in 
street traffic. The old South Station 
showed a decline of half a million 
commuters since 1920 and due to 
bus lines, surface car ‘lines, and 
people driving to work there would 
likely be even less traffic in the near 
future. 

With actual facts to guide him 
Mr. Barber decided that his most 
profitable department for develop- 
ment would be builders’ hardware. 
As he had always been very keen on 
this phase of the business, he made 
the change which prompted this ar- 
ticle. He knew that with ample 
room in a non-congested location he 
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Each of the five salesmen 

has ample room to discuss plans with a prospect. Op- 

posite are the records, stenographers and Messrs. D. 

Beyond the offices is the 

large display room shown in the pictures at the bottom 

of the page. These salesmen have been with the firm 
from 20 to 42 years. 


render a 
complete service. 
He knew that 


could 


the firm which 
rendered a com- 
plete service, 
reading off blue- 
prints and fur- 
nishing prompt- 
ly from stock the 
necessary hard- 
ware had a big 
future and re- 
latively little competition because 
few hardware stores in his observa- 
tion really offered the complete ser- 
vice required. 

\When the change was made Mr. 
Chandler, aged 87, retired. Mr. 
Barber is president of the firm and 
has been for many years. His wife 
is secretary. His son, Ralph, is 
treasurer, and handles all inquiries, 
store sales, and acts as sales mana- 
ger and contact man for the six 
outside salesmen. 

There are no display windows and 
practically no street traffic trade. 
Letters, newspaper advertising, ad- 
vertising in local architects’ and 
builders’ papers and personal solici- 
tation bring in the customers. Every 
item on display is price marked and 
all selling and advertising efforts en- 








deavor to encourage architects and 
builders to visit the display room. 
Some interesting pointers based 
largely on Mr. Barber’s sixty years 
of experience will be noted in the 
captions under the photographs. 
Commenting on the new store, 
Mr. Barber recognizes that only in 
the larger communities would it be 
practical to establish quarters as 
elaborate as his own, but he also 
very definitely states that on a 
smaller scale practically any hard- 
ware merchant can improve his 
builders’ hardware sales and profits. 
He urges chiefly that dealers be- 
come more competent in reading 
blueprints, have a sample room (as 
large as available space permits) ; 
avoid having too many samples on 
display ; have drawers to put away 
samples not in use and thus permit 
some concentration on patterns of 
interest. Practically all worth 
while jobs come from personal so- 
licitation, so Mr. Barber says deal- 
ers or someone in their employ 
equally competent must plan to know 
and constantly contact builders and 
afchitects and even the home own- 
ers. They must call not only to sell 
hardware but must be prepared to 
be useful in helping these prospects 
plan the finish of their buildings. 
They must, he says, know something 
about basic architectural designs and 
know what patterns and types of 
hardware will harmonize. He 
urges further concentration on 
quality lines, having found them 
more profitable and satisfactory. 


Small sized tables with ends keep cus- 
tomer and salesmen opposite each 
other. Were either permitted to sit at 
end of table, persons passing would 
bump and otherwise annoy. Being 
small the tables permit little laziness 
in the matter of allowing samples to 
accumulate. Interiors of drawers are 
designed so that samples cannot be 
replaced in wrong location. Various 
kinds of model garage door installa- 
tions show prospect actual conditions 
and help clinch sales. 





A special place is set aside for the display of samples in this room by the Schlitt 





Hardware Co., Springfield, IIl. 


Thorough Knowledge of 


BLUEPRINTS 
Helps Sell Builders’ Hardware 


for Schlitt 


OST of the volume- 
building trade at- 
tracted b y t he 
builders’ hardware 


department of the 


Schlitt Hardware 
Co., Springfield, Ill., is won by way 
of the blue-print route; that is, they 
are qualified to deal directly with 
the architect, the contractor or the 
home-owner himself. 

Just as this interview began Mr. 
Schlitt said: “Only a few minutes 
ago a man came in to pay his build- 
ers’ hardware bill of seven or eight 
hundred dollars. We had furnished 
the trim for his new apartment. 

“Right now we are closing an- 
other settlement for twelve or thir- 
teen hundred dollars on a residential 


job. Perhaps things are not so 
lively every day in this department, 
but the deals I have cited indicate 
what we consider a good day’s busi- 
ness. In the case of the residence 
we dealt with both the architect and 
the owner. 

“We have another residential job 
pending for seven or eight hundred 
dollars. When a bill runs to a thou- 
sand or more we regard it as a 
pretty good piece of business, not 
that we don’t value the lesser jobs. 
We take all the profitable business 
we can get. 


‘6 

G ENERALLY speaking, most 

of the better deals come through the 

architect and owner. It is much 
26 





easier to develop attractive business 
in this line when the merchant has 
the ability to work intelligently with 
the architect. 

“Our biggest recent job was on 
the new Orpheum Theater here in 
Springfield. It amounted to $5,100.: 
It is a beautiful three-story build- 
ing, three-fourths of a block long 
and half a block wide. The hard- 
ware trim had to be in keeping with 
the rest of its splendid appoint- 
ments.” 

Another recent Schlitt builders’ 
hardware job is the new Harvard 
Park school. So is the Laurel M. E. 
(Church and the Blessed Sacrament 
Other public and semi- 
public buildings in and around 
Springfield are equipped with hard- 
ware supplied by the Schlitt Hard- 
ware Co. 

At the rear of the store is a spe- 
cial builders’ hardware room, about 
15 feet square. It contains a desk 
and some chairs. Around the walls 
are display cases, protected from 
dust by sliding wooden doors. 
Behind these doors are displays of 
lock-sets, escutcheons, etc., of the 
highest quality. 


school. 


T HIS assembly of samples is ex- 
tensive enough for a jobbing house. 
Into this room one of the Schlitts 
can conduct the builders’ hardware 
customer, shut the door and con- 
centrate his attention on nothing 
but builders’ hardware. After the 
inspection of the samples the two 
can sit down at the desk and con- 
sider the figures involved. 

In every respect the Schlitt firm is 
equipped to handle builders’ hard- 
ware business in professional fash- 
ion. There is no bewilderment and 
no head-scratching. The members 
of the Schlitt organization are too 
familiar with this sort of trade for 
that. They are perfectly at home 
in handling a sale on any scale. In 
other words, they have specialized. 

“In the first place,” said Mr. 
Schlitt, when he was asked how a 
hardware man should go about 
equipping himself to handle such 
business, “you must carry a well- 
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selected line of samples. Without 
such samples you are handicapped. 
In the second place, you must be 
familiar with blue-prints. It is 
necessary to follow specifications. 

“Then get lined up right with the 
architects. Show them you can 
serve them as they like to be served. 
Moreover, my advice is to work for 
the better jobs. We can make more 
on a single twelve-hundred-dollar 
job than we can on the same volume 
of business scattered over a number 
of small jobs which are so likely to 
call for cheaper hardware.” 

“What about the lumber vards 7” 
Mr. Schlitt was asked. 


a 
HE lumber yards offer us no 


competition whatever on the quality 
work,” he replied 
promptly. “True, 
they sell a good deal 
of the steel stuff, but 
they don’t seem to 
be able to ‘touch’ the 
high - grade bronze 
jobs. When it comes 
to matching the hard- 
ware trim with the 
finish of a fine build- 
ing, the yards can 
hardly be said to be 
in the running. 

“That calls for 
study, experience 
and also a certain 
amount of expert- 
ness. Nevertheless, 
any alert, intelligent 
hardware merchant 
in a community de- 
manding such service 
can fit himself to serve it as a build- 
ers’ hardware expert. If a_blue- 
print doesn’t mean much to him, he 
can get some good friendly contrac- 
tor to teach him how to read it. 

“However, he had better not 
apply to any local architect for in- 
struction in this respect, for often 
it is to the architect he must appeal 
for business. The architect expects 
him to know blue-prints and the 
merchant who does know them wins 
his respect and, other things being 
equal, his patronage.” 





An interesting fact about the 
Orpheum Theater job is that there 
were 23 pairs of doors to be 
trimmed. The hardware on each 


That indi- 
builders’ 


door ran to about $85. 
cates how high-quality 
hardware runs into volume. 

Franklin C. Schlitt, who has di- 
rect charge of this department, 
learned mechanical drawing some 
years ago in high school. When his 
chance came to apply this training 
in the builders’ hardware department 
of the store, his progress was easy 
and rapid. Architects and contrac- 
tors like his work and his ways of 
working. 

It is rather well known that the 
average architect dislikes the build- 
ers’ hardware end of his job. It is 
a good deal of a bother to him and 
whenever possible he likes to lean 
on somebody else who is qualified 
for builders’ hardware service. It is 


this fact which presents such an 


attractive opportunity to the hard- 
ware dealer who cares to take the 
trouble to qualify. 

“If the dealer can, the architect, 
as soon as he finds it out, is likely 
to welcome him as drought-ridden 
corn welcomes rain, and the dealer 
has to be rather poor at his job to 
break the resulting partnership when 
once made. 


B UILDERS’ hardware is beauti- 
ful if it is nothing else. It is a fasci- 
nating line to sell. Being an archi- 
tect, the architect responds to the 
beauty appeal, even if the technical 
side of builders’ hardware is likely 
to repel him. Once exposed to a 
selective display of samples the ar- 


chitect is apt to become the dealer's 
best salesman. 

Naturally he is keenly interested 
in the beauty of the house he has de- 
signed and, from his viewpoint. 
nothing is too good in the hardware 
trim to go with the rest of the house. 
As a rule, too, he communicates his 
enthusiasm to the home owner and, 
particularly, to the home owner's 
wife, for the average woman sur- 
renders when she sees a “thing of 
beauty’’ and in most cases it is not 
difficult to persuade her that if she 
accepts a beautifully designed hard- 
ware trim for her home it is sure to 
prove a “joy forever.” 


I; is seldom that the Schlitts call 
in a factory man to help them put 





An outstanding builders’ hardware window by Hammacher, Schlemmer & Co., New York 


through a builders’ hardware deal. 
Now and then, of course, special 
requirements are specified by the 
owner or architect; these lead to 
consultation with responsible factory 
representatives. But they are in- 
frequent. 

With about seven hundred and 
fifty dollars’ worth of new builders’ 
hardware designs on hand all the 
time. The Schlitt Hardware Com- 
pany are usually able to meet nine- 
tenths of the demand. In short, the 
main reason they can do $25,000 a 
year in builders’ hardware is that 
they have equipped themselves men- 
tally and physically to take care of 
the business. 

What they have done other hard- 
ware dealers can do. 
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HOW'S BUSINESS ? 


ODAY everybody is asking: “How’s Busi- 
ness?” It is the first question to pop up, 
whenever and wherever business men meet. 
Likewise every business man has his own 
answer to the question. 

Meanwhile the average man is genuinely 
perplexed concerning what he hears or reads on the 
subject. On the one hand, he sees highly colored reports 
of prosperity; on the other, dark tinted ramblings of 
stark pessimism. Little wonder he is bewildered; in- 
clined to stand still and await developments. 


As a matter of fact, business at this time is far from 
being as rosy as the professional optimists would have us 
think. At the same time it is nowhere near as bad as it 
is pictured by the pessimist. 

Measured by the unbiased rule of statistics, the volume 
of general business is running about 8 per cent below 
the long-trend normal, according to the Business Bulletin 
issued by La Salle Extension University. This bulle- 
tin goes on to say that many of the announced com- 
parisons are being made with the boom months of last 
year, thus giving a more discouraging figure. Mean- 
while in some lines, such as building, comparisons are 
being made with classes of work which were depressed 
last year, thus giving the figures a fictitious optimism. 


The truth of the building situation is that the total 
contracts awarded during the first quarter of this year, 
are, according to the Dodge reports, a little over one 
billion one hundred million dollars. That is approxi- 
mately 1Z per cent below last year’s report for the same 
period. 

But, the spread between the two years is steadily 
lessening, as building increases,—and construction will, 
in all probability, continue to increase during the bal- 
ance of the year. 


Many of the professional optimists have continually 
based their reports on expected results of the Hoover 
Conference of December. They apparently lost sight of 
the fact that, at the time of these conferences, the con- 
templated program of construction existed only in men’s 
minds. That the new work had first to be planned, 
financed, and the details laboriously worked out, before 
any actual construction could possibly begin. Even now 
those projects are just beginning to reach a stage de- 
manding material purchases and employment of men. 


Various projects dealing with state and municipal 


construction, have required a similar slow process of 
incubation, and are only beginning to make themselves 
felt in a business way. Then too unreasonable spring 
weather retarded the natural seasonal movement of mer- 
chandise; it delayed many projects involving outdoor 
work, ; 


Meanwhile prosperity had been over sold. People 
expected too much, and when business did not spring 
back quickly to normal proportions, they gradually lost 
faith, not only in over optimistic bulletins, but in sound 
reports based on economic facts. It is naturally taking 
time to bring about a proper viewpoint, first of condi- 
tions as they really were at the time of the stock crash, 
and second as they should be under a natural normal 
movement of recovery. 


What business should have been told back in Novem- 
ber, is that the crash came as a result of a long period 
of over inflation; that business could not escape the 
effects of the crash; that we were in for first, a period 
of stagnation and then a slow, gradual return to normal 
business ; that the start upward could not be immediate, 
but could be hastened by a thorough knowledge of facts. 


Had this been more generally done, it is highly prob- 
able that the pessimistic angle of the situation would 
have dissipated itself more quickly, and that the upward 
turn would have started sooner. As a matter of fact, 
the business situation is better than we have a right to 
expect under the circumstances. 


We seem to have reached the turn; money for con- 
struction and other legitimate projects has begun to seep 
out of the places where it is needed. The Hoover pro- 
gram is beginning to get actually under way; stocks of 
merchandise are low, affording an opportunity for pro- 
ducers as retail sales pick up. The employment situation 
is showing some betterment; more seasonable weather 
is at hand to stimulate trade; the crop prospect is ap- 
parently good. 


Those who have studied the situation carefully feel 
that mid-summer will reveal the trend as definitely up- 
ward, with a gradual betterment as the year progresses, 
and there is a general optimism as regards the last half 
of the year. ; 


However, regardless of general conditions, in the final 
analysis the amount of business done by the individual 
merchant will depend largely on how much he does con- 
structively to make it better. I 
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ling of merchandise at whole- | Walter E._ Fleischaker, 
sale on a large scale. The busi- | Fleischaker & Baum, New 
ness is the result of continuous | York, president; A. C. Bissell, 


Ch. Bottorff Succeeds Wm. Heyburn 


as President of Belknap Hardware development through the ef- | Lionel Corporation, New York, 


forts of practical merchants | first vice-president; Nathan 
for ninety years. Redlich, Averill Co., Inc., New 
York, second vice-president; 
Paul Oberlin, Gendron Wheel 
Co., Toledo, third vice-presi- 
dent; Harry Ashmead, factory 








Former President Becomes Chairman—Charles B.| ; 
i : * ‘ ‘ ‘ Ihe business was founded by 
Price Chosen a Vice-President with Retirement Willie Sixty Billie in 
of Harry S. Perkins 1840. Incorporated in 1880, the 
first president was William R. 
selknap. Mr. Heyburn  suc- | representative, Columbus, 
fourth vice-president; C. W. 
Butterworth, Chicago, — treas- 
urer; Franklin Butler, Chicago, 
secretary. 





William Heyburn, president |tion in the company’s affairs, | ceeded him in 1910. 
lafter the next annual meeting.| No changes are anticipated 
Mr. Perkins will remain os tia the membership of the 
as a director and re- | board of directors. 

: tains his interest in the firm. The proposed change will Juvenile goods of every des- 
from that office at the next an- It is expected that Mr. Per- | make the officers as follows: cription were shown at. the 
nual stockholders meetings to kins will be succeeded by | Mr. Bottorff, president; vice- Morrison Hotel, the Palmer 
be held May 27. With the com-| Charles B. Price, who has been | Presidents, J. H. Scales, C. W. House, the Hotel Sherman and 
pany since 1886, he has been| with the company since 1910, Allen, Luther R. Stein, Mr.|the American Furniture Mart. 


of Belknap Hardware & Mfg. 


Co., Louisville, Ky., since 1910 
the board 


announces that he will retire 


XN. 
: x 42. | Price, Henry B. Heyburn, and | Among. the exhibitors were: 
successively, buyer, director, having acted in the capacities Oe Wie: le eo Perfection Mfg. Co. Saint 
of buyer, director and treasurer. | committee, with Mr. Bottorff as | Louis; Conestoga Corporation, 
chairman, will include A. D.| Bethlehem, Pa.; Brunswick- 
Allen, C. W. Allen, W. B. Bel- | Balke-Collender Co., Chicago; 
knap, William Heyburn, Mr.| Patent Novelty Co., Fulton, 
Price, Mr. Scales and Mr.| Ill.; G. B. Lewis Co., Water- 
Stein. On the board of di-|town, Wis.; Toledo Metal 
rectors with Mr. Heyburn as| Wheel Co., Toledo; Stanley 
chairman will be A. D. Allen, | Rule & Level Plant, Chicago; 
C. W. Allen, W. B. Belknap, | Gendron Wheel Co., Toledo; 
Mr. Bottorff, Wiley B. Bryan, | Wolverine Supply & Mfg. Co., 
D. E. Cross, Allen Gage, W.| New York; Arcade Mfg. Co., 
C. Gibson, Mr. Hereford, Lewis | Freeport, Ill.; American Na- 
Herndon, R. E. Hinman, B. G. | tional Co., Toledo; Fleischaker 
Marshall, Mr. Perkins, Mr.}|& Baum, New York; Lionel 
Price, Mr. Scales, H. W.| Corporation, New York; N. 
Spencer and Mr. Stein. N. Hill Brass Co., East Hamp- 
. ton, Conn.; Kenton Hardware 

aie ae Co., Kenton, O.; American 

MANY HARDWARE BUYERS | Flyer Mfg. Co., Chicago; 
AT CHICAGO TOY FAIR Structo Mfg. Co., Freeport, 
, Ill.; Durable Toy & Novelty 
With more than two hundred Corporaton, New York; Mo- 
ee . exhibitors, the Chicago Toy | lines Pressed Steel Co., East 
Mr. Heyburn now becomes rhe company _ has steadily Fair closed May 10, having | Moline, Ill; Sheboygan Coaster 
chairman. expanded its territory and lines : & Wagon Works, Sheboygan, 


Charles R. Bottorff is ex-|}and business, and with the or- F Wis.: Dorfan Co. Newark: 
| from various parts of the coun- | " dae : 
Fred Medart Co., Saint Louis; 


pected to succeed Mr. Heyburn| ganization remaining as it has 3 
as president. He started with| been in the main for many try attended. Reduced railroad | Burgess Battery Co., Chicago; 
the company in 1907 in the years, Mr. Heyburn_ believes rates had been granted. _ | Kokomo Stamped Metal Co., 
stock department and  has|that he can drop the active Many hardware men in-| Kokomo, Ind. 

I : spected the exhibits, mostly 
worked his way up through management with the utmost | Wholesale buyers. Headquarters es 
various departments, acting|confidence in the continued were maintained at the Mor- 
successively as salesmen on| prosperity and progress of the] rjison Hotel. COTTON MILLS ARE BUSY, 

SAYS BARTH ON RETURN 


vice-president and __ president. 








WILLIAM HEYBURN CHAS. R. BOTTORFF 


| 
| 
| 
| 


opened April 28. Many buyers 





the road, buyer and then sales | business. Mr. Heyburn retains Four hundred and fifty at- 

director. his large financial interest i | tended the annual banquet of C. G. Barth, vice-president, 
Harry S. Perkins, who came | the company. the Chicago Toy Fair Associa- | Rehm Hardware Co., wholesale 
with the company in 1892 and The Belknap plant, which|tion at the Palmer House. | distributors, Chicago, Ill., on 


Mr. Heyburn has taken a most | President Walter E. Fleisch-| his return May 14 from a six 
aker of that body acted as] weeks’ visit to Georgia and 
ciated with the company con-|of the largest and most com- toastmaster. . Florida, states that cotton mills 
tinuously for thirty-eight years, | plete of its kind and meets all | hee hundred and fifty mem-|are operating day and night. 
has announced his intention of | modern requirements for the | 7 - Ome ng 8 =f aaa Peapod 
gee? Ba RTS f i 4 : si : 7 A 2 3 s “ S 2SS CO ons simila 
retiring from active participa-| economical and efficient hand- | shit aie nn. tedtiien to: Shnae in the C hedee dikes: 
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is now vice-president and man- 
aging buyer, having been asso-| active part in building, is one 
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Stove Manufacturers Told Commission | 
Continues Cooperation with Business | 
| 


: | morning and ending at noon, 

Robert G. Bryan Reelected President of Organiza- 

tion at New York City Convention—1929 Earnings 
Reported Below Previous Three Years 


Abandonment of the Federal 
Trade Commission policy of 
cooperation with business in 
the elimination of trade abuses 
and reversion to its earlier 
policy of operating primarily 
as a prosecuting agency of the 
Federal Government is “incon- 
ceivable, Henry P. Foller of 
the United States Chamber of 
Commerce told the members of 
the National Association of 


Manufacturers of Heating and | 


Cooking Appliances at their 
convention at the Hotel Astor 
May 14. The organization is 
comprised of ninety leading 
stove manufacturers of the 
country. 

In his address Mr. Fowler 
said that the position of the 


trade practice conference in the 
business life of the country pre- 
cludes any radical change in 
the policy of the Trade Com- 
mission. Since the first confer- 
ence in 1919, he pointed out, 
over 100 industries have adop- 
ted and are operating under 
rules formally passed on by the 
commission. 
were held last year and on 
March 1 forty additional con- 
ferences were pending. 

“It is inconceivable,” Mr. 
Fowler declared, “that a move- 
ment of this kind can or would 
be abandoned. It is equally in- 


Sixty conferences | 





| 





conceivable that any action 
would be taken which would 
destroy the standards set by 
industry under the guidance of 
the commission and_ thereby 
disrupt business policies and | 
business relations based upon | 
such standards.” Mr. Fowler | 
quoted John Lord O'Brian, | 


assistant to the Attorney Gen- | 
eral in charge of anti-trust 
matters, as saying the Depart- 
ment of Justice is “in harmony 
with the aims of the Federal 
Trade Commisson.” 

Profits in the stove industry 
for last year were below those 
of the past three years, S. V. 
Dunckel, cost accountant of the 
association, said. The 
factory conditions he attributed 
to low selling prices and high 
A rise in prices at this 
“suicidal.” as- 


costs. 
time he termed 


serting that an improved cost | $ , 
| items, according to the Federal 


| Trade Commission report made 
|} on May 12. 


position was the most effective 
weapon in obtaining a_ better 
profit margin. Warehouse 
costs, he added, take 60 to 75 
cents of the sales dollar and 
‘it is here that losses can be | 
turned into profits.” 

Robert G. Bryan of the Ohio 
Stove Company was reelected | 
president of the organization. | 
The 1931 convention of the | 
association will be held on May 
13 at the Hotel Astor. 


charge 
rangements. E. 


unsatis- | 


| operation 


the organization will meet with 
all committee chairmen. 


Meetings will cover two and | 


a half days beginning Monday 


Wednesday, June 11. The mid- 
summer banquet will be held 
Tuesday evening at 7 P.M. 
Samuel H. Bell, Koppers Prod- 
ucts Co., Pittsburgh, Pa. is in 
of entertainment  ar- 
B. Loveland, 
Stanco, Inc., New York City, 
is in charge of the general 
program. 


R. J. ANDERSON RESIGNS 

Robert J. 
signed as vice-president and 
director of the Fairmont Alum- 


inum Co., Fairmont, W. Va. 
Mr. Anderson has not. an- | 
| nounced his -plans for the } 


future. 


FEDERAL SURVEY SHOWS 
500,000 CHAIN STORES 
The United States 

over a half a million chain 

stores now in actual operation, 

each carrying from 300 to 15,000 


The report is a preliminary 
answer to the request by the 
Senate for a full tabulation of 


| facts in regard to chain store 


for guidance in a 
future investigation of the de- 
velopment. 

Although the Senate’s_ re- 
quest specified that the Com- 
mission should make definite 


| findings as regards possible vio- 


| lations 





EDWARD BANKS 
PROMINENT SPORTSMAN 
73 years, 
known 


Edward Banks, 
former prominently 
Wilmington, Del., sportsman, 
died in Dyffryn, Wales, re- 
cently. He was a familiar fig- 
ure in local and _ national 
sporting circles and had retired 
from the Hercules Powder Co., 
Wilmington, Del., on Feb. 1, 
1920. 

Mr. Banks, who was born in 
England, came to this country 
in the 90's, and became trap 
editor for Forest and Stream. 
In 1898 he became secretary of 
the American E. C. Schultz 
Gunpowder Co., Ltd. New 
York, with which organization 
he remained until 1904. At that 
time he became a member of 
the sporting powder and adver- 
tising divisions of the E. I. 
duPont de Nemours & Co. In 
1913 he went into the same de- 
partment of the Hercules Pow- 


DIES; | 





der Co., where he remained 
until his retirement. 

In 1925 he moved to England, 
and then to Wales, when his 
health failed the next year. 
Mr. Banks was an expert trap 
shooter and enjoyed an enviable 
reputation among sportsmen, 
newspapermen, and the hard- 
ware trade. 


INSECTICIDE MAKERS TO 
MEET IN CHICAGO 


The seventeenth annual mid- 
summer meeting of the Insecti- 
cide & Disinfectant Mfrs. 
Ass’n will be held June 9, 10 
and 11, at Edgewater Beach 
Hotel, Chicago, IIl., according 
to a recent announcement. A 
meeting of the board of gov- 
ernors on Sunday evening, June 
8 at 7 p.m., will precede the gen- 


| anti-Monopoly 











eral session. At the same time 
Robert C. White, president of 


anti-Trust and 
acts by chain 
stores, no report is as yet ready 
on this score. 


of the 


NEWBY, WESTERN MGR. 
HYATT ROLLER BEARING 


C. L. Newby has been ap- 
pointed as manager of the west- 
ern division of Hyatt Roller 
Bearing Co., Harrison, N. J. 
He has been with the organiza- 
tion since 1918, 


F. H. CHAPIN SAILS FOR 
TRIP IN EUROPE 


F. H. Chapin, president, Na- 
tional Acme Co., Cleveland, 
Ohio, sailed for Europe on May 
2. He will remain abroad until 
late in August. George E. 
Randles, president, Foote-Burt 
Co., Cleveland, plans to join 
Mr. Chapin a little later. Mr. 
Randles will leave this country 
in the latter part of May. 


Anderson has re- | 


quisition 





SAVE THE SURFACE WILL 
OPEN NEW RADIO SERIES 


On May 20 the Save the Sur- 
face Campaign will inaugurate a 
second series of radio talks on 
Station WRNY, New York 
City, which will continue for an 
indefinite period. The first se- 
ries of six broadcasts was re- 
cently concluded. 

These new talks will be de- 
voted to exterior painting, a 
subject of paramount interest to 
home-owners during the next 
five or six months. They are 
independent of the regular re- 


| leases sent out by the Editorial 
| Service 


of the campaign’s 
monthly publication. The re- 
cent talk on painting walls, from 
Station WBZA, Boston, brought 
many requests for copies of 
that address. 


KAWNEER BUYS COLE- 
MAN ARCHITECTURAL 


Francis J. Plym, president 


| Kawneer Co., Niles, Mich., has 
has well | 


announced the purchase of 
Adelbert Coleman  Architec- 
tural Metal Work Co., Chicago, 
Ill., formery known as_ the 
Chicago Ornamental Iron 
Works. This is the second ac- 
within recent weeks 
of important allied companies 
by the Kawneer Co. 

Assets, name and good will 
were included in the purchase 
for a price not stated. The 
Kawneer organization is not 
contemplating any additional 
financing in the transaction, ac- 
cording to the announcement. 


WILLIAM G. WHERRY, 
SKILLMAN HEAD, DIES 


William G. Wherry, 47, died 
recently at his home in Tren- 
ton, N. J. He was president 
and treasurer of the Skillman 
Hardware Co. and the Wherry 
& Hutchinson Electrical Sup- 
ply Co. of that city. Mr. 
Wherry joined the Skillman 
organization in 1912 to asso- 
ciate with his father-in-law, 
the late E. V. D. Skillman. 

Mr. Wherry was educated 
for the Episcopal ministry and 
served as rector of a church 
in Trenton for two years prior 
to his connection with the hard- 
ware business. He was a 
director of the Chambersburg 
Trust Co. and was also con- 
nected with the Manufacturer’s 
Council, Chamber of Com- 
merce and other organizations 
of a commercial and social 
character. His wife, two chil- 
dren and four sisters survive 
him. 








SEARS, ROEBUCK STOPS 
FREIGHT PREPAYMENTS 


\ccording to an announce- 
ment of Lessing J. Rosenwald, 
vice-president, Sears, Roebuck 
& Co., made on May 13, that 
mail order house will discon- 
tinue prepayment of freight on 
merchandise shipped to custom- 
ers. This policy, adopted last 
summer by the organization, 
will be discontinued when the 
summer catalog is issued this 
month. Mr. Rosenwald said that 
prepayment of postage would be 
continued because of its eco- 
nomic soundness. He stated 
that the new policy was being 
adopted because of the difficulty 
in adding freight costs to mer- 
chandise prices, without unfair- 
ness to customers. 

It is also believed in business 
circles that Montgomery, Ward 
& Co. will adopt the same pol- 
icy. In commenting upon the 
rumors of a merger, Mr. Ro- 
senwald is reported to have said 
that no official negotiations ever 
had been carried on, and that 
he did not know whether the 
informal conversations of stock- 
holders had been terminated. 


SAM ANCELEVITZ DIES; 
WAS NEW YORK JOBBER 


Samuel Ancelevitz, secretary- 
treasurer of the firm of William 
Goldenblum & Co., wholesalers 
of hardware and housefurnish- 
ings, 17 Murray St., New York 
City, died Friday night, May 9. 

Mr. Ancelevitz was very well 
known in the New York hard- 
ware trade, as he had been di- 
rectly affiliated with it for the 
past 34 years. He was 49 and 
is survived by his wife and 
three children, two daughters 
and a son. 

He ended his own life while 
despondent. Burial occurred on 
May 11. 


URGES CHICAGO DEALERS 
TO SUPPORT HENDERSON 


Substituting for W. K. Hen- 
derson, the anti-chain broadcas- 
ter of Station KWKH, Shreve- 
port, La., E. W. Smartt, Mus- 
kogee, Okla., spoke to members 
of the Chicago Retail Hard- 
ware Association Friday night, 
May 9, at the Hotel Sherman. 

Mr. Smartt urged the hard- 
ware retailers to join the fight 
against chain stores, which is 
being conducted by Mr. Hen- 
derson’s broadcasting organiza- 
tion. He argued against the 
syndicate system of merchan- 
dising and commended the Chi- 
cago dealers for launching their 
plan to go on the air locally in 
behalf of their own cause. 
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| For three months Mr. Smartt, 
| formerly a lawyer in Tennessee, 


| has been organizing merchants | 


| in different localities in Indiana, 
in conducting anti-chain store 
campaigns. He has been work- 
ing with other representatives 
of Mr. Henderson in these cam- 
paigns. 

The meeting at which Mr. 
Smartt spoke in the absence of 
Mr. Henderson was conducted 
by Charles A. Dressel, president 
of the Chicago Retail Hardware 
Association. Secretary J. C. 
Amis reported on the progress 
being made with the radio 
broadcasting plan. 


MARYLAND GROCERS ASK 
FOR CHAIN STORE TAX 


Plans for a legislative fight 
on chain stores, similar to that 
made in several southern States, 
were outlined on May 13 by a 
legislative committee following 
the annual convention of the 
Maryland Independent Retail 
Grocers Association at Hagers- 
town, Md. 

The plan followed in Georgia, 
whereby a tax is levied in rela- 
tion to the number of stores in 
a chain, was discussed. Another 
plan followed by Kentucky was 
analyzed. In that State gross 
sales of retail stores doing more 
than $100,000 in business per 
year are taxed at a scale com- 
mencing at 1/20 of 1 per cent 
and increasing in rate in pro- 
portion to the amount of busi- 
ness done. Chain stores in Ken- 
tucky are particularly hit, it 
was pointed out, because the 
business of the individual stores 
in the chain is grouped in one 
amount for the purposes of tax- 
ation. 

These methods of taxation 
were considered in the actual 
preparation of a bill to be of- 
fered before the forthcoming 
State General Assembly of 
Maryland. 


KEMP APPOINTED MGR. 
OHIO VARNISH BRANCH 
George H. Kemp has been 

appointed as industrial sales 

manager of the Ohio Varnish 


Co., Cleveland, Ohio. For 17 
years he had been affiliated 
with the Cleveland Varnish 


Co., Cleveland, Ohio, as general 
representative. 


JONES, CLEVELAND MGR. 
JOHNS-MANVILLE, DIES 


Frederick T. Jones, 61, passed 
away on May 8. For the past 
17 years he had been Cleveland 
district sales manager for the 
| Johns-Manville Corp., New 


York City. 





| BUFFUM WILL MANAGE 
| PITTSBURGH STEEL CO. 
OFFICE IN DALLAS 
S. P. Buffum has succeeded 
manager of the district 
office of Pittsburgh Steel Co., 
in Dallas, Texas. The com- 
pany has a new suite of offices 
in the Kirby Building in that 
city. 





| 


| 





Ss. P. BUFFUM 


Mr. Buffum has had 22 years 


of the steel industry. In 1919 
he joined the organization as a 
traveling salesman, and in 1925 
he was made assistant manager 
of the fence department. He 
became sales agent in the Pitts- 
burgh office in 1928. Prior to 
his connection with the Pitts- 
burgh Steel Co. he was 
American Steel & Wire Co. for 
11 years. 


FRANK KOPP PASSES 

Frank Kopp died on May 3, 
1930, at Elk Creek, Neb. Mr. 
Kopp was a member of the firm 
of Karas & Kopp, hardware 
retailers of that town. 





STANLEY WORKS BUYS 
UNIVERSAL LINE CLAMP 


The Stanley Works, New 
Britain, Conn., has acquired 
the Universal Line Tightener, 
from The John Draher Mfe. 
Co., Waterbury, Conn. This 
product will now be known as 
the “Pul-Tite” line clamp. 





ENAMELWARE MAKERS 
MEET IN CLEVELAND 


More than 60 manufacturers 
of porcelain enameled products 
met in the Cleveland Hotel, 
Cleveland, Ohio to discuss a 
cooperative national campaign 
for advertising and promoting 
the sale of porcelain enameled 
wares on May 8. James Leslie 
Hubbell, president, Cleveland 
Advertising Club, William Gan- 
son Rose, William Ganson Rose 
Organization, Bennett 
ple. vice-president American 
Rolling Mills Co., Middletown, 
Ohio, and R. D. Landrum, The 
| American Ceramic Society, ad- 
dressed the meeting. 





the late Harry B. Webster, as | 
sales | 


experience in the wire branch | 


with | 


Chap- | 
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In his talk Mr. Chapple 
visioned homes and skyscrapers 
of the future built of steel and 
| surfaced in vitreous porcelain 
| enamels of all colors. He pre- 
dicted all-steel bathrooms, as- 
sembled like automobile bodies 
land shipped to a job in one 
| piece. Such rooms would make 
| necessary, the welding of tub 
and other fixtures into the 
room and spraying the entire 
| piece in porcelain enamel. 
| It was decided to appoint a 
| coordinating committee to work 





with the individual manufac- 
|turers through various stove, 
| kitchenware, sign and_ other 


| porcelain enamel associations in 
| planning for a three year pro- 
|gram. According to plans, not 
|only manufacturers of enamel- 
|wares but makers of raw 
fenamels and suppliers of chem- 
icals for the industry will be 
included in this campaign. 


The committee, of which 
Robert A. Weaver, editor of 
The Enamelist, and president 


The Ferro Enamel Supply Co., 
Cleveland, Ohio, head, in- 


is 


i cludes: Bennett Chapple, Rob- 
jert D. Landrum, manager 
| Titanium Alloy Mfg. Co, 


Cleveland, Ohio, William Ho- 
vice-president Chicago 
| Vitreous Enamel Products Co., 
Cicero, Ill., W. A. Harshaw, 
president, Harshaw Chemical 
Co., Cleveland, Ohio, L. S. 
Hamaker, advertising manager, 
Republic Steel Corp., Massillon, 
Ohio, F. S. Earnshaw, secre- 
tary, United States Stamping 
| Co., Moundsville, W. Va., rep- 


| genson, 


| resenting kitchen ware manu- 
|facturers in the Metalwares 
| Institute, C. T. Aaron, pres- 


dent, National Gas Range Mfrs. 
Assn., Beckwith, Mich., repre- 
senting gas range associations; 
Louis Ingram, Ingram-Richard- 
son Co., Beaver Falls, Pa., 
George Haines, Porcelain Tile 
Company, Chicago, Ill., R. W. 
Staud, Benjamin Electric Prod- 
j ucts Co., Chicago, Ill, C. A. 
| Paeschke, Geuder, Paeschke & 
| Frey Co., Milwaukee, Wis. and 
| Frank Jones, Jones Hospital- 
Co., West Lafayette, 





ware 
Ohio. 

Representatives from the fol- 
| lowing were present; General 
| Electric Co., Frigidaire Corp., 
Kelvinator Corp., Jenjamin 
| Electric Co., Standard Sanitary 
Pfaudler Co., Mullins 
Corp., Youngstown 
Steel Co., National 


Con 
| Body 
| Pressed 


Enameling & Stamping Co., 
Southern Stove Mfr’s. Ass’n., 
\merican Signs Corp., Erie 


| Enameling Co., United States 
| Stamping Co., Wheeling Steel 
Corp. and representatives from 
supply houses catering to the 
| porcelain enameling trade. 
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Short Haul Costs Increased Sharply in 
Freight Rate Readjustment 


Readjustment of freight rates 


throughout official classification | 


territory on manufactured iron 
and steel products went into ef- 
fect on May 20. 
fected roughly covers that part 
of the country lying east of the 
Mississippi and north of the 
Ohio and Potomac rivers. The 
change in the rate structure is 
the most sweeping ever made as 
applying to iron and steel prod- 
ucts. It covers 90 per cent of 
the steel making capacity. It 
grew out of an intensive and 
broad investigation by the Inter- 
state Commerce Commission 
under the so-called Hoch-Smith 
resolution. By its enactment, 
Congress required the Commis- 
sion to make investigation of 
the railroad rate structure on 
numerous lines of products, 
agricultural, iron and steel, pe- 
troleum, furniture, etc., with a 
view to developing a more 
equitable adjustment. 

The new iron and steel struc- 
ture is built upon a mileage 
sale. Its effect on the iron and 
steel manufacturers and_ their 
customers, including hardware 


ROLAND H. BOUTWELL 
PASSES IN BOSTON 


Roland H. Boutwell, presi- 
dent, Standard Horse Shoe Co., 
Boston, Mass., died suddenly at 
his home on Beacon St., Bos- 
ton, on Wednesday, May 14. 
Mr. Boutwell had been in poor 
health for more than a year. 
He was born at Lyndeboro, 
N. H., May 2, 1853. In addi- 
tion to the horse shoe business, 
Mr. Boutwell was interested 
financially in the Portland Iron 
& Steel Co., and was for some 
time its president. For many 
years he was actively interested 
in the affairs of the New En- 
gland Iron & Hardware Asso- 
ciation, serving at various times 
on important committees. 

He is survived by a daughter, 
Mrs. J. Mattocks White, and 
a brother, George S. Boutwell, 
who is the last of a family of 
12 children. 





ALLABOUGH & SON IS 
NOW INCORPORATED 


Recently the partnership of 
Allabough & Son, Ridgewood, 
N. J., was succeeded by Alla- 
bough Hardware Co.,_ Inc., 
which will continue the busi- 
ness. The new corporation is 


in control of F. T. and E. D. 
Allabough, who retain the ma- 
jor part of the capital stock of 
the concern. : 


| whether 
The area af- | 











manufacturers, and through the 
latter, the jobbers and retailers, 
remains to be seen. There is a 
difference of opinion as_ to 
the rates will be in- 
creased or decreased on the 
whole. There are both increases 
and decreases. Generally, how- 
ever, the increases relate to the 
short hauls, and the vast bulk 
of iron and steel distribution to 
consumers is made through 
short hauls, ranging from a few 
miles to 300 miles. If the hard- 
ware manufacturer has to pay 
higher rates he will either have 
to get higher prices or his 
profits will suffer. In the ab- 
sence of either he will find 
competition has lost markets 
for him. On the other hand, 
depending on the source of dis- 
tribution he may gain new mar- 
kets to the cost of other makers. 
It will take time to tell what 
the readjustment will mean to 
the hardware manufacturer as 
well as to the jobber and re- 
tailer, though the 
view is that the retailer and 
therefore the ultimate consumer 
will feel the effects of the new 
rates slightly, if at all. 


MERCER WILL DIRECT 
SHEET SALES UNIT 

tie 

been in charge of sheet sales of 

Central Alloy Steel Corp., Mas- 

sillon, Ohio, has been appointed 


Mercer, who has long 


sales manager of the sheet di- 
vision of the Republic Steel 
Corp. He will 
classes of sheet sales for Re- 
public Steel Corp., which was 
recently merged with the Cen- 
tral Alloy Steel Corp. 


supervise all 


CHAFFEE IS COUSULTANT 
FOR HYGRADE LAMP CO. 


Dr. Chaffee has become as- 
sociated with the Hygrade 
Lamp Co., Salem, Mass., as 


consultant on radio tube engi- 
neering problems. He is a pro- 
fessor of advanced courses in 
physics, Harvard University, 
and is a recognized authority on 
electronic theory as applied to 
vacuum tubes. 

Dr. Chaffee is well known in 
radio engineering fields as a 
contributor to the I. R. E., in 
which publication several of his 
interesting articles on the sub- 
ject of vacuum tube phenomena 
have appeared. 


| CHAS. F, WIEBUSCH DIES; 


| dent of Wiebusch 
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PRES. WIEBUSCH-HILGER 
Charles F. Wiebusch, presi- 
& Hiailger, 
Ltd., exclusive hardware and 
cutlery manufacturer’s agents, 
106-110 Lafayette St, New 
York City, died Sunday, May 
11, in Mount Sinai Hospital at 
the age of 70 years. 

Mr. Wiebusch was 
St. Louis and educated in the 


» 


born in 





CHAS. F. WIEBUSCH 


public schools there, the Colum- 
bia University School of Mines 
and European institutions, While 
a young man he entered the firm 
of Wiebusch & Hilger, founded 
in 1864 by his father, the late 
Fredrick Wiebusch, and the late 
Ernst Hilger. After his father’s 
death in 1887, he left the firm 
and traveled in Europe until 
1889, when he again joined the 
concern. 

He was a man of exceptional 
character, a kindly courteous 
gentleman, who made a _ pro- 
found impression on all of his 
business associates. He insisted 
upon a most rigid enforcement 
of a high standard of business 
principles in dealing with the 
many firms which his company 
served, and his demise leaves a 
feeling of personal loss to many 
friends in the hardware and 


cutlery trades. 

Mr. Wiebusch had always 
evidenced intense interest and 
keen enthusiasm in the prog- 


ress and advancement of cut- 
lery manufacturing methods. 
Early in his career he studied 
the history and development of 
cutlery and started a collection 
comprised of many notable and 
historical examples of the va- 
rious stages in the development 
of the cutlery line. At the time 
of his death the collection con- 
tained over 4000 pieces of cut- 
lery, dating back to primitive 
times and gathered from all cor- 
ners of the world. This col- 
lection, it is understood, is being 





left to one of the country’s | 
prominent industrial museums. | 


GOSSELIN IS ELECTED 
HEAD OF PHOENIX CO. 

Edward N. Gosselin was 
elected president of the Phoenix 
Mfg. Co., Joliet, Ill. Mr. Gos- 


selin, who was formerly vice- 


president, succeeds John W. 
Kiser. 
Mr. Kiser is now chairman 


of the board and Mr. Gosselin 

continues as general manager. 

M. F. O’Connor, eastern sales 

and export manager, is now 

vice-president. 

CHARLES A. RICE JOINS 
_DE FOREST SALES 


Charles <A. Rice, former 
sales manager, Champion Radio 
Works, Inc., has been appointed 
as eastern sales manager of the 
De Forest Radio Co., Passaic, 
N. 3: 

During the World War he 
was a radio operator in the 
U. S. Navy and he served 
previously with the old Marconi 
interests. From 1922 to 1925 
he was manager of the radio 
department of the Electric Ap- 
pliance Co., Chicago, Ill. He 
became district sales manager 
of De Forest Radio Co. for 
Chicago territory in 1925 and 
later became assistant sales 
manager of the organization. 
Later he was made director of 
sales. 


G. B. ENGLAND IN WEST 
FOR LANDON P. SMITH 


Landon P. Smith, Inc., Irv- 
ington, N. J., has recently ap- 
pointed Garner B. England 
special sales representative. Mr. 
England will work with R. A. 
Barron, district sales manager, 
located at 24 California Street, 
San Francisco, Cal. 

Mr. England will cover the 
entire territory from Denver, 
Col., west. He will call upon 
the special glass and glaziers’ 
trade and will aid distributors 
in promoting sales. He is an 
experienced member of the 
staff, having previously cov- 
ered eastern and southern ter- 
ritories for the organization. 





S. G. MONCE, DIES; 
INVENTED GLASS CUTTER 


S. G. Monce, inventor of the 
rolling steel wheel glass cutter, 
died at the age of 84 on May 6 
in Unionville, Conn. He ob- 
tained the first patent on glass 
cutters in 1869, in which there 
have been no great changes 
made up to the present day. 

The firms of S. G. Monce Co., 
Unionville, Conn., and the firm 
of W. L. Barrett and Fletcher 
Terry, both of Bristol, Conn., 
are both parts of Mr. Monce’s 
original organization. 
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ENTHUSIASTIC MEETING 


The Nutmeggers held a very 
well attended meeting, at the 
City Club, Hartford, Conn., on 
May 14, at which more than 
ninety members of other asso- 
ciations were present. Guests 
came from New England Farm 


Implement Dealers Club, New 


IE-england Farm Equipment 
Salesmen’s Club, Connecticut 
Paint Salesmen’s Club = and 
Connecticut Hardware Dealers 


Association. 

Guest speakers of the evening 
were: Grant Wright, editor, 
Eastern Dealers, Philadelphia, 
Pa., and secretary, the Eastern 
Federation of Farm Implement 
Dealers, and L. E. W. Johnson, 
manager, Albany branch, Inter- 
national Harvester Co. of 
America, Inc., Chicago, IIl.; 
FF. A. Conboy, secretary and 
treasurer, Farm Equipment 
Salesmen’s Club, and G. B. 
Merwin, president of the same 
organization spoke informally 
to the guests and members at 
the meeting. 

Mr. Wright spoke on the 
problems of the small retailer, 
as well as on the farm prob- 
lems and outlined what sales- 
men could do to protect both 
classes. He said that farmers 
were not asking for any more 
protection from the govern- 
ment than labor groups and 
bankers are demanding and re- 
ceiving. Independent retailers 
and farmers might be compared 
in that they both were render- 
ing more service to the public 
every day, without the consum- 
ing public seeming willing to 
pay for the services, he thought. 
In his address Mr. Johnson 
spoke along the same lines but 
presented them from different 


angles. He celebrated his 27th 
wedding anniversary with the 
association. 


An __ old-fashioned _ minstrel 
show was put on by the Enter- 
Conn., assisted by Tom English, 
taining Nine of New Britain, 
78 years old and famed min- 
strel, who gave a_ specialty 
act, with bones and tambour- 
ines. “Jim” Sullivan, brother of 
FE. C. Sullivan, president of the 
organization, gave several num- 
bers in the minstrel show. By 
the courtesy of the South Bend 
sait Co. South Bend, Ind., 
two fishing trip motion picture 
reels were shown. Seeking 
Steelheads in Vancouver and 
Salmon Fishing in New Bruns- 
wick were the subjects shown. 
Twenty-five and fifty-pound 
fish were shown, in the process 
of landing. 





eS 
THE NUTMEGGERS HOLD | E. C. Sullivan, L. L. Ens- | 


worth & Son, Inc., president | 
of the association, presided over | 
the gathering and the entertain- 
ment was offered under the 
leadership of K. M. Martin, 
Minnesota Mining & Mfg. Co., 
vice-president and chairman of 
the entertainment committee of 
the association. 

There were guests from as 
far away as Columbus, Ohio, 
and Philadelphia, Pa. Many 
parts of the New England 
States were represented in the 
gathering. 


THE CORDOVA CO. OPENS 


MODERN HARDWARE 
STORE 


The Cordova Co. has opened 
a new and modern hardware 
store in St. Augustine, Fla., at 
51 Cordova Street, which is a 
former private residence, re- 
modeled for business purposes. 
This new organization is affili- 
ated with the Coard Lumber Co. 
of the same city and its busi- 
ness policies will follow those 
of the lumber company. 


E. M. Price will manage the 
store and will be assisted by 
H. J. Goldwaithe. Mr. Price 
was formerly connected with 
the Howatt Hardware Co., St. 


Augustine, where he handled 
hardware specifications _for 
many fixtures for homes in 


that city. Well known radio 
lines, motor boat accessories, 
sporting goods, and later on 
motor boats and outboard mo- 
tors will be carried by the new 
store. 


AARON M. LUBASH DIES 


Aaron M. Lubash, 65, of A. 
M. Lubash & Son, Richmond 
Hill, N. Y., died recently at his 
home in Hollis, from a com- 
plication of diseases. He had 
been ill for several months. 

Since 1914 he had conducted 
his hardware business in Rich- 
mond Hill, where he started 
with a_ small establishment. 
Growth of the business neces- 
sitated moving the store to two 
adjoining buildings about eight 
years ago, at which time many 
new lines were added. Mr. Lu- 
bash is survived by his wife 











and eleven children. 

Nathan Lubash manages the 
main branch of the organiza- 
tion, and George Lubash is in 
charge of the Jamaica branch 
of the company. Another son, 
Martin Lubash, has charge of 
the accounting system of the 
stores. 





| 
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Price Fixing is Not Condoned by 


33 


Trade Practice Rules 


The code of ethics set up by 
Federal 


intended 


through the 
Trade Commission is 


business 


to eliminate unfair trade prac- 
tices. It is not an immunity 
bath. Quite the contrary. It is 
a cleansing process. Many un- 
ethical and profit-robbing prac- 
tices are reported to have been 
done away with through this 
code. It is adhered to by the 
vast majority of those agreeing 
to it. Yet there have been in- 
frequent cases where the rules 
have been misused to fix prices 


or for other illegal purposes. 
John Lord O'Brian, assistant 
to the Attorney General, has 


stated that the Department of 
Justice will prosecute these vio- 
lations. While the Department 
approves of the trade practice 
conferences, he served notice 
that they must not be used to 
violate the anti-trust or other 
laws. The Federal Trade Com- 


mission is represented as hav- 
| ing become disturbed over in- 
stances where the rules have 
been misused, especially in the 
way of fixing prices. To this 
end apparently reliable indica- 
tions are seen from recent 
rules it has promulgated that 
it is making them invulnerable 
other 
con- 


price-fixing and 
revision 


against 
violations. The 
cerns so-called group two rules. 
These are accepted by the Com- 
mission as “expressions of the 
trade.” The Commission does 
not pass upon them as to their 
legality or illegality. In 
trast, group one rules eliminate 
trade practices which the Com- 
mission holds are plainly illegal. 

Honest business accepts the 
rules to establish a code of fair 
dealing and mutual understand- 
ing. And it should 
with the government in prose- 
cuting dishonest business which 
misuses the rules. 


con- 


cooperate 








A. F. SHAPLEIGH, JR. 
PASSES IN CALIFORNIA 


August F. Shapleigh, Jr., one 
of the sons of Augustus A. 
Shapleigh, founder of the 
Shapleigh Hardware Co., of 
St. Louis, Mo., passed away 
recently in Ocean Park, Cal. 
He was born in St. Louis, Mo., 
in 1854, and entered the store 
of the Shapleigh Hardware Co. 
after completing his education. 
The company was then known 
as Rogers & Shapleigh Hard- 
ware Co. 

Mr. Shapleigh spent several 
years traveling as a salesman 
for the house in Texas terri- 
tory in frontier days. By rea- 
son of his activities and busi- 
ness ability he soon became a 
partner in the firm. In 1916 
he retired from active business 
and moved to California, but 


retained his financial interests 
in the company. In his new 
home he devoted himself to 
sports, civic affairs, philan- 
throphy and general business 
affairs. 

Although saddened by _ the 


death, last July, of his wife 
and in ill health for months he 
had held thoughts of recovery 
until his death. His sympa- 
thetic nature and engaging per- 
sonality made him many 
friends, wherever he was. He 
is survived by a _ sister, a 
daughter and a son, F. W. 
Shapleigh, director in several 
southern California finance cor- 
porations and a prominent at- 
torney. 


SURCHARGE GETS NO AC. 
TION BY PRESENT 
CONGRESS 


Pullman sur- 


The so-called 
charge has been biven no con- 
sideration at the present ses- 
sion of Congress. sills for 
elimination of the charge have 


lain dormant in committee and 





there apparently is no prospect 


that they will be reported out. 


Even efforts to have them 


acted upon seem to have come 
to an end for the present at 
least. This surcharge went into 
effect in 1920 at the suggestion 
of the Interstate Commerce 
Commission as a means of af- 
fording more revenue to the 
railreads for its passenger ser- 
vice. The drive of travelers’ 
and other organizations to have 
the surcharge eliminated fol- 
lowed for some years after- 
ward but without success. The 
Commission for a while ap- 
peared to favor a reduction of 
the surcharge but not its com- 
plete abolition. Meanwhile the 
railroads, which insist they do 
not net revenue from their 
passenger service, urged the ne- 
cessity of continuing the sur- 
charge. It is 50 per cent of 
Pullman charge for berths and 
chairs and while collected by 
|the Pullman Co., all of it goes 
| to the railroads. If it is to be 
| done away with there must be 
| 











organized support, 
is not in evi- 


active and 
| something that 
| dence any longer. 








The Jefferson Memorial in 
which one entire wing is de- 
voted to the trophies, medals, 
souvenirs, etc. presented to Col. 
Chas. Lindbergh, in recognition 
of his trans-Atlantic, New York 
to Paris flight and his several 
good-will plane trips to Central 
and South Americas. 


HE theme of the 1930 

Congress of the Na- 

tional Retail Hardware 

Association is ‘“Team- 

work in Hardware Dis- 

tribution.” Meeting in 

St. Louis, Mo., for the third time in 

the organization’s thirty-one years, 

headquarters and sessions will be at 

the Coronado Hotel. The conven- 

tion opens Monday, June 23, and 

closes June 26. Prominent manu- 

facturers and wholesalers will par- 

ticipate with retailers in discussing 

the five major divisions of the 

theme, which tentatively are grouped 
as follows: 

This subject groups: 1, The new 

merchandising era; 2, Adjusting 


production and distribution to con- 
sumer requirement; 3, Competitive 
problems and their solutions ; 4, Ev- 
olution of management; 5, Keep- 
ing pace with progress. Each sub- 





Team Work in Hardware Distribution 
Theme of St. Louis Congress 
June 23 to 26 


By FREDERICK H. REIN 


St. Louis Convention Bureau 











ject will have a 
session for its 
discussion and 
develop- 
ment. These will 
in turn be sepa- 
rated into topical 





divisions which 

will be handled ; 

b y representa- H. W. GELLER 
tive retailers, 


wholesalers and manufacturers. 

The Congress will endeavor to 
reach constructive answers to prob- 
lems of competition, of trade prac- 
tices and of most economically ser- 
ving the consumer—questions which 
can be answered only by common 
understandixg and united effort. 
The program will undoubtedly be of 
great interest to the manufacturing 
and wholesaling branches of the in- 
dustry. 


In the development of the pro- 
gram, consideration will be given 
new living and buying habits of con- 
sumers, the trend of production in 
relation to distribution, matters of 
store management for greater effi- 
ciency, the competition of commodi- 
ties, the problem of price versus 
quality, competition of services, and 
terms, the competition of methods, 
the necessary changes in stock and 
other kindred problems. 

The St. Louis Convention, Pub- 
licity and Tourist Bureau, headed 
by H. W. Geller, president, who is 
also president of the Geller, Ward 
& Hasner Hardware Co., sends as- 
surance that the “Glad Hand” of 
hospitality will be extended to the 
visiting hardware men and _ their 
ladies by every citizen and organiza- 
tion in the city. 

History narrates that the location 
for St. Louis was determined in 














1763 by an engineer named Laclede, 
and that, following his instructions, 
the “first thirty,” as the city’s orig- 
inal settlers came to be called, ar- 
rived at the spot the middle of Feb- 
ruary, 1764, from Fort de Chartres, 
sixty miles down the Mississippi 
River. 

Its strategical location made St. 
Louis the gateway for streams of 
migration in all directions, and of 
various descriptions—military to es- 
tablish forts, scientific for explor- 
ing, and greater numbers for estab- 
lishing colonies. The most notable 
was the Lewis and Clarke Expedi- 
tion, started from here in 1804. 
American settlements sent out from 
St. Louis, continuing to the present 
in such well-known names as Kan- 
sas City, St. Joseph, Galveston, 
and many others smaller, paved the 
way for the Louisiana Purchase in 
1803, adding the central and south- 
western portion of our country and 
more than doubling the area of the 
United States. 

Missouri—middle State of the 
Union, with two States between it 
and the Gulf of Mexico, two States 
between it and Canada, five States 
between it and the Aflantic and five 
States between it and the Pacific— 
became a State in 1821, and St. 
Louis was incorporated in 1823, 
with a population of 4977 and rank- 
ing 44th among American cities. By 
1833 it was in 20th position. 

Today St. Louis claims to be the 
sixth largest manufacturing city, the 
country’s second largest railroad 
center, with 18 trunk lines operating 
from its 27 railroad lines, and with a 
reborn river traffic which recalls the 
Mississippi steamboat days _ that 
flourished until the Civil War pe- 
riod and were broken as the tide of 
trade turned east and west and was 
served by rails instead of rivers. 

Occupying a borderland position 
in the Civil War, Missouri suffered 
greatly, more than one-tenth of the 
battles of the war being fought on 
Missouri soil. 

(Continued on page 56) 


Somewhat removed from the busy 
downtown business section of St. 
Louis the Coronado Hotel at Lin- 
dell Boulevard and Spring Avenue, 
will be headquarters for the 1930 
Congress of the N.R.H.A. 
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St. Louis has the largest municipal theater in the world. Located in Forest Park the 
mammoth stage 120 feet long and 90 feet deep has a natural arboreal setting. The 
orchestra pit provides space for 150 musicians. There are seats for 10,000 people. 
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This Country Was Built Up by Small Companies 


time to time, and that is what is 
going to become of the small fabri- 
cator, who has been one of the great- 
est consumers in the past of iron and 
steel. 

I am not going to make a speech 
this morning on the question of 
initiative or on the question of the 
elimination of small manufacturing 
companies; but this country was 
built up with small companies. We 
were all built up with small com- 
panies. 

The corporation that I am con- 
nected with has a potential capacity 
today of 25,000,000 tons of steel. 
When I came into the presidency 20 
years ago we were making 7,000,000 
tons of steel. And so it goes all 
through the industry. Everything 
runs big. 


Smaller Manufacturer Is Being 
Ignored by Lenders 


Now the question in my mind is 
that perhaps things are going too 
big. You all know that a small 
manufacturer today is not received 
very enthusiastically in the banks if 
he wants to borrow $15,000 or 
$20,000 or $25,000 to run his busi- 
ness. Some of the institutions are 
getting so large that they make in- 
quiry when a small manufacturer 
comes in the door. He does not get 
to see the man that lends the money 
any more, because the man that lends 
the money now is interested in 10, 
20 and 100 million dollar proposi- 
tions and not in loans to back up 
the great potential power in the 
country which, after all, is the small 
consumer, who in the aggregate 
accounts for an immense tonnage. 

We have got to give some thought 
to the recrudescence of the smaller 
manufacturer in this country, or we 
are all going to get so big that after 
a while there will be only half a 
dozen concerns or half a dozen utili- 
ties to do the business with each 
other. That is a phase of this ques- 
tion that might be given careful 
thought from the economic side of 
things. 

When we were here a year ago a 
great many people were telling each 
other how much money they had out 
on call in Wall Street. John would 
say to me “We have got”—I am not 


(Continued from page 23) 


going to say which John, but John 
would say he had 10 millions on call 
at 10 or 15 per cent; and I am not 
going to mention any more names, 
but another man would say, “Well, 
we have got 25 millions out on call.” 
Everybody had money out on call. 
Where is it? It is not on calf now; 
it is in plant and machinery. 


Bloom Is Off Merger Rose 


But that has not anything to do 
with the steel business, excepting 
that I think that we are now begin- 
ning—and it bears on this question 


of good management, to give our. 


undivided attention to our business. 
For several months past people’s 
minds have been on other things. 

Once in a while I have been asked 
if I had any hobbies. I read Shake- 
speare quite a good deal, and I was 
reading our old friend “Hamlet” the 
other night and then I saw some- 
thing that I immediately para- 
phrased in my mind, and it ran like 
this: “To merge, or not to merge; 
that is the question: whether it is 
better to be merged or to be sub- 
merged.” And I finally came to the 
conclusion that the best thing we 
could all do in the steel industry 
would be to emerge. I think the 
bloom is off the rose in the merger 
business. I think that if our friends 
in the steel business will attend to 
their own business they will make as 
much money out of what they have 
as they will out of what they expect 
to get or want to get. And I am 
here to say that I think that the time, 
the thought and the strategy that 
have been put in on the merger busi- 
ness have adversely affected the steel 
industry during the first quarter of 
this year. So I think that, if we 
settle down on a solid basis and 
work out our navigation and know 
exactly what course we are pursu- 
ing, we can go ahead and sail the 
course and get back to normal busi- 
ness again—because there is enough 
business in this country for the steel 
industry to keep it going on a 
normal basis. 


Wages Will Not Come Down 


And I want to mention another 
thing, and I do not wish to antici- 
pate anything that the committee of 


which I am a member is going to 
report on to the Board of Directors, 
and that is the question of hours 
and the seven-day week—and an- 
other thing that our committee is 
not delegated to make inquiry about, 
and that is the question of wages. 

We have had an experience in one 
locality where we know that, if the 
policy of the institute had been fully 
carried out, there would have been 
no unemployment in that place. 
Well, we can show a clean bill of 
health to a very large extent. I am 
not anticipating the combined re- 
port of the committee, and I have 
never made a minority report in my 
life on any question—that not only 
applies here but it applies in the 
company that employs me as presi- 
dent of its business. The companies 
or the individuals that operate 
plants, either wholly or partly 12 
hours a day and wholly or partly 
seven days a week, ought to be made 
known to the public. And I am say- 
ing again that at one particular 
place, where our company has a 
large operation on an absolutely 100 
per cent basis on the question of 
hours and the seven day week, other 
companies should do the same and 
reduce unemployment. 

Occasionally we encounter each 
other, I mean the people in our busi- 
ness; and we like to hear pleasant 
things said; but after all, what we 
are really concerned about is 
whether the industry is going to 
earn a dividend on its common 
stock in 1930. 

I heard a man say the other day 
that wages should come down. I 
said, “Oh no, wages are not coming 
down; you can make up your mind 
to that fact.” I said, “If you are 
going out to sell your goods and 
eliminate your profit and expect to 
get it out of the men in the mills, 
why, you are greatly mistaken.” 
Then I said, “You make up your 
mind to one thing, get better prices 
for your material and get rid of the 
idea that wages are going down.” 
Because, Mr. President, wages are 
not going down in the steel indus- 
try. That would be just begging 
the question. We all know that 
just as soon as they go down, if they 

(Continued on page 52) 
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Jansky’s Store is Fifty Feet Wide 
and Without a Pillar 


Tom Jansky Paid Ten Per Cent More for Overhead I-Beams in Order 
to Keep His Roomy New Hardware Store Clear of All Obstructions 


that I must offer my customers a hardware 

store in which they can really do their shop- 
ping.” This statement represents a part of Tom Jansky’s 
mercantile philosophy. His new store at 6252 Ogden 
Avenue, Berwin, IIl., in the western outskirts of Chi- 
cago, was designed expressly to meet his own specifica- 
tions after he had carefully checked over a good many 
other hardware stores of varying types. 

It is 50 ft. wide and looks much wider, since there 
is not a pillar in the place. Though 106 ft. deep, to 
the casual customer it appears almost square. Before 
him he sees a generous expanse of merchandise on at- 
tractive display; indeed, the Jansky establishment is a 
logically worked-out compromise between a well-regu- 
lated hardware store an an indoor fair. 

Here, if he or she wishes, the customer can spend 
hours shopping from table to table, for the range of 
choice is wide. Though he buys carefully, Mr. Jansky 
believes in the pulling power of miscellany and mass 
display of specials. Because he gives it plenty of room, 
his stock seems larger than it is. 

Roominess and daylight are outstanding characteristics 
of the store. In planning it, the proprietor particularly 
avoided the use of pillars in the belief that they ob- 
struct the view, are generally “in the way,” and tend 
to reduce the appearance of size. The walls are the 
only upright ceiling supports. Seven new-type I-beams, 
rolled integrally at the steel mill, span the 50-ft. width 
of the store overhead. Each is 30 in. high and “clothed” 
with plaster. 

“Formerly,” says Mr. Jansky, “such beams had to be 
built up, or fabricated, to use the steel man’s term. But 
their cost was prohibitive. I found, however, that I 
could get the rolled beams at only 10 per cent above 
what the cost would have been had I used pillars. I 
was quite willing to absorb the extra expense in order 
to get rid of the pillars. As I see the problem, they 
are a good riddance.” 

Above the front part of the store is a second floor; 
the rear is one-story. Two skylights, each 44 ft. long 
and 10 ft. wide, flood the back of the establishment with 
daylight. That point is important. 

“I find,” declares Mr. Jansky, “that 98 per cent of 
my customers habitually walk back 85 ft. in the store. 
They are attracted, I feel sure, almost as much by the 


‘O UT here in this suburban neighborhood I feel 


light as they are by the displays. Darkness would repel 
them. I think a lot of those big skylights. ‘They sell 
merchandise.” 

His 48 standard tables, if placed end to end, would 
make 336 linear feet of display, not counting the wall 
space. Each is 7 ft. long. 

These tables are symmetrically arranged in six large 
islands, two in each of the three rows. Four wide aisles 
sweep straight from the front clear back to the wrap- 
ping counter without the slightest hint of a “detour.” 
The whole plan is devised to ease the customer as deeply 
into the store as he will go; no physical obstruction is 
permitted to suggest that he turn around and walk the 
other way. 

The wrapping counter runs across the rear of the 
store. It gets the full benefit of the second skylight. 
Display and stock shelving is used along either wall. 
In general, the fixtures are simple and simply arranged. 
“T cannot get enough tables,” says Mr. Jansky. “I wish 
I could get more into the store without crowding it.” 

Toward the middle several glass-topped counters are 
used for the display of such goods as table and kitchen 
cutlery, pocket-knives and scissors. Mr. Jansky is con- 
vinced that this method of display is effective with re- 
spect to this class of merchandise; it requires the pro- 
tection afforded by glass, he believes, yet is directly un- 
der the eye of the customer. 

Only two full-glass showcases are to be found in the 
store. These are up front. They are used for the dis- 
play of dolls, lamp shades and similar goods that would 
be damaged by dust and much handling. 

There are two sides to the Jansky store—masculine 
and feminine. Before settling upon his final arrange- 
ment, he tried to observe the walking habits of the men 
and women as they came into the store. Most of the 
feminine contingent, he concluded, were inclined to veer 
to the right ; on the other hand, according to his observa- 
tion, the men, more often than not, would turn to the 
left. 

At any rate, he displayed women’s things, including 
many lines of household furnishings, on the right, 
whereas the other side of the store was reserved for 
general hardware, paints, tools and so forth. This 
scheme is carried out even with respect to the show 
windows, of which there are three. 

Nothing but feminine merchandise is ever displayed 
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in the right-hand window, but in the left-hand the mas- 
culine appeal is the only one permitted. This outside 
arrangement, no doubt, gives each customer a hint as 
to the inside arrangement. 

(Between the two front doors is a big middle win- 
dow with plate glass on three sides, making almost an 
island window of it. In this space, in nearly every in- 
stance, only articles that stand upright are shown, al- 
though Mr. Jansky occasionally departs from this plan 
at Christmas time or on any other reasonable occasion. 

Bird cages, floor lamps, bicycles, lawn furniture, wheel 
goods, metal cabinets, linoleum rolls, etc., are, as a rule, 
found in the middle window. If the customer is curious 
about the construction or finish of a standing article, 
he or she can walk farther inside the entrance recess 
and satisfy his curiosity. 

In the case of a metal cabinet, he can see that it is 


finished in the back just as it is in front. Inthe case 
of a bicycle, the boy prospect can step around to the 
side of the window and check up on the tool box, the 
rear fender, the stand and what not, for the bicycle 
is placed with its front wheel forward. 

This middle window is wide and deep enough to carry 
an impressive display. But it takes work and time 
to change the trim, which Mr. Jansky does with religious 
frequency. In ordinary seasons he and his wife con- 
stitute most of the store force. 

Since every facility is desirable for that and other 
obvious reasons, the back of the large middle window 
is divided into six folding panels; these fold away to 
the side at window-trimming time, affording the widest 
possible door through which to load and unload the 
display. “This arrangement,” says Mr. Jansky, “is a 
great saver of time and effort.” 





Schwab Sees Business 


Rise in Second 





Quarter 








S to general business, from all 
present indications the second 
quarter will be better than the 

first, with prospects good for a sub- 
stantial volume of business in the 
second half of this year. The con- 
sensus of opinion is that, with the pres- 
ent ease in money, new life will come 
into business as the year progresses. 
In fact, in many quarters there are 
signs that business in the latter half 
of this year will be at very satisfactory 
levels. 

Industrial production is once more 
on an upward trend; employment, 
which happily was less seriously af- 
fected this time than in any business 
crisis in the past, is showing noticeable 
improvement. Automobile production 
is picking up. Building construction is 
showing improvement, and _ present 
signs point to a continued increase in 
this fundamental activity. Shipbuild- 
ing, which has been at a low ebb for 
several years, has made a substantial 
recovery. The various public works 
and road construction programs, under- 





Extract from address by Charles M. Schwab be- 
fore American Iron and Steel Institute, May 9, 
1930. 


taken by Federal, State and local au- 
thorities as a result of the courageous 
leadership given by President Hoover, 
undoubtedly will have stimulating ef- 
fect, although this will take time to 
make itself generally felt. Speeding 
up of public improvements will be 
helpful, but far-sighted industrial man- 
agement recognizes that in the long run 
industry must, of gourse, rely for its 
recovery upon normal conditions, not 
on outside aid. 

All present indications are that 1930, 
in broad perspective, will prove a year 
of normal business progress. As a 
matter of fact, business is a_ lot 
healthier today than it was six or nine 
months ago because of the inevitable 
house-cleaning which has taken place. 
We cannot expect record years all the 
time. We should realize that compari- 
sons for the purpose of gagging our 
present progress should be made with 
normal years, rather than with what 
was an abnormally good year last year. 
All in all, I believe the record of 1930 
will compare most favorably, from a 
business standpoint, with recent nor- 
may good business years. 


CHARLES M. 
SCHWAB 
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April Department Store Sales 
Show First Monthly Gain 


For the first time during the year 
monthly department store sales in April 
showed a gain over the corresponding 
month last year. The increase was 8 per 
cent over April, 1929, according to the 
Federal Reserve Board. 

Preliminary reports were received by 
the Reserve system from 520 stores 
located in leading cities of all Federal 
Reserve districts. 

“The increase reflected in part the fact 
that the date of Easter, which was very 
early last year, March 31, was very late 
this year, April,” the board explained. 
“Comparison of sales in March and April 
taken together so as to include Easter 
selling seasons in both years shows a 
decrease of 2 per cent from a year ago.” 

Sales during the first four months of 
the year were 4 per. cent below the level 
of a year ago. 


Commodity Prices Decline 
To New Low Levels 


Commodity prices declined four-tenths 
of 1 per cent during the week ended May 
10, according to the wholesale price index 
of the National Fetilizer Association. 
The decline of the previous week of six- 
tenths of 1 per cent had registered a new 
low level by two-tenths of 1 per cent, 
and this has now been increased to six- 
tenths of 1 per cent below the low point 
of March 15. 

Six groups showed declines and three 
advances. During the preceding week 
nine groups declined and none advarced. 
During the past week declines were forty- 
eight and advances only thirteen. The 
larger declines occurred in the groups of 
metals, fats, other foods and textiles. The 
only significant advance was in the group 
of grains, feeds and livestock. 

3ased on 1926-1928 as 100 and on 474 
quotations, the index stood at 90.6 for the 
week ended May 10 and 91.0 for May 3. 


GENERAL MARKET 
NEWS of tHe WEEK 





Favorable Weather 
Is Aid to Trade 


New York, May 21—Continued 


favorable weather conditions in 
most sections of the country have 
aided in keeping the hardware de- 
mand at its recent high level. Tor- 
rid temperatures in most trade ter- 
ritories during the past week were 
responsible for an avalanche of or- 
ders to wholesalers for stock re- 
plenishments of hot weather mer- 
chandise. Some sections suffering 
from insufficient rainfall found it 
difficult to supply the overwhelm- 
ing demand for articles needed to 
water and care for growing lawns 
and gardens. Some shortages were 
reported, although for the most 
part, stocks on hand were adequate. 

Prices are remarkably steady, in 
the main, although a somewhat 
easier tendency is apparent in cer- 
tain staple lines as well as in mer- 
chandise of a highly seasonable 
character. Keen competition is the 
major influencing factor toward 
lower prices and price concessions 
in the particular lines mentioned. 

Collections are showing a slight 
improvement, which is attributed to 
the generally improved business be- 
ing enjoyed by most dealers. 





American Screw Co. Revises 
Stove and Sink Bolt Discounts 


Effective May 12, the American Screw 
Co., Providence, R. I., has revised its 
discounts on national standard thread, 
stove and sink bolts to the following 
basis: Stove Bolts and Sink Bolts, in 
packages, Nuts on, 80-10-10-5%. Stove 
Bolts and Sink Bolts, in bulk, Nuts 
Separate, 80-10-10-5-214%. Terms and 
freight allowance remain unchanged. 





Credit Association Reports 
Improved Business Outlook 


Reports of steady improvement in 
credit and business and optimistic predic- 
tions flowed by telegraph into the con- 
vention hall of the National Association 
of Credit Men from all parts of the 
North American continent and many for- 
eign countries as a world-wide credit 
survey was conducted in Dallas, Texas, 
on May 13. Only in a few centers were 
collections reported slower while expecta- 
tions of further betterments were uni- 
versal. Supplementing the telegraphic 
return were reports of a similar trend 
from representatives of 25,000 firms at- 
tending the convention. 





Bank Clearings Show Increase 
In Week and Year Comparison 


3ank clearings in the United States for 
the week ended May 8, as reported to 
Bradstreet’s Journal aggregated $12,731,- 
775,000, as against $11,857,010,000 last 
week and $12,131,075,000 in this week last 
year. There is here shown an increase 
of 7.3 per cent over last week and of 4.9 
per cent over the like week of 1929. 
Canadian clearings aggregated $382,091,- 
000, against $316,221,000 last week and 
$396,882,000 in this week last year. 


Week’s Price Average Was 
89 Per Cent, Says Fisher 

Prof. Irving Fisher of Yale University 
announced on May 11 that wholesale com- 
modity prices, for the week ended May 
10, and based on Dun’s quotations, aver- 
aged 89.0 per cent. 

The April average was 90.6 per cent. 
The purchasing power of the dollar was 
112.3c. on a 1926 basis of 100c. The April 
average was 110.4c. 

Crump’s index of English prices for 
the week on the revised 1926 level was 
80.6. The April average was 82.1. 

The Italian index on the revised 1926 
basis for the week ended May 3 was 64.9. 
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Chicago Hardware Demand Responds 


Under More Favorable Influences 


Chicago, May 20 

Manifest willingness to buy hard- 
ware is the latest and most interesting 
characteristic of present conditions 
in the Chicago hardware market. 
Spring volume is now in full flood. 
Wholesale order desks and shipping 
docks are busier than they have been 
since the pre-holiday season last win- 
ter. For this heartening rush of 
business, warm, open weather is 
chiefly responsible—that and_ the 
ability of so many consumers to buy 
when they feel like buying. 


WEATHER STIMULATES DEMAND 


Temperatures, already high enough 
to send some people to the beaches, 
have overtopped the ninety degree 
mark. The effect of this burst of 
warmth upon the hardware trade was 
immediate. [or fifteen days hard- 
ware dealers have been clamoring for 
quick shipment of seasonal merchan- 
dise. Only a few “shorts” have de- 
veloped thus far. Jobbers’ stocks, 
though by no means bulging, have 
been large enough to cover the sud- 
den demand. 


SOIL CONDITIONS ARE SUPERB 


Rains have been plentiful. These 
in combination with the warmth have 
provided excellent growing weather. 
Soil conditions are superb. Farmers 
in this latitude are planting corn, with 
prospects for an average acreage. 
Spring wheat prospects are proble- 
matical, the Federal Farm Board hav- 
ing issued no preliminary report. 

In the winter wheat area, however, 
the outlook as to yield becomes less 
and less promising. The indicated 
winter wheat crop, as reported by the 
U. S. Department of Agriculture for 
May, is twenty-five million bushels 
under that for April. With perhaps 
one exception, the 1930 winter wheat 
yield is likely to be less than that of 
any year since 1917. Wheat prices, 
of course, are expected to rise accord- 
ingly ; if they do, the wheat grower is 
not apt to suffer ; indeed, it may pro- 
vide the much-debated “farm relief.” 

Credit conditions are improving. 
They are now considered back to nor- 
mal, with indications of continued im- 





AT A GLANCE 


Wholesalers are busier than they 
have been since the pre-heliday 
rush. Warm, open weather has 
stimulated the demand for season- 
able merchandise. Excellent grow- 
ing weather has favored agricul- 
tural crops and soil conditions are 
superb. Trade in the Chicago 
district proper has shown the most 
improvement. Housewares, lawn 
goods, garden tools, and spring 
sporting goods are especially ac- 
tive. Under the influence of in- 
creased construction, the demand 
for builders’ hardware has shown 
some improvement. Somewhat 
firmer prices are in evidence in 
some builders’ hardware items and 
on wire screen. 











provement. This is in contrast with 
conditions during the first quarter, 
when they were regarded as subnor- 
mal. General business failures in 
that period were reported greater 
than for any corresponding period 
since 1922; this general condition was 
pretty faithfully reflected in the hard- 
ware field. To have recovered so 
quickly from this temporary ebb is 
ample tribute to the staying qualities 
of the hardware trade. 


CITY TRADE IS BRISK 


It is in the Chicago urban district 
that the business pick-up has been 
most notable. Dealers in this area 
had been marking time, more or less, 
ever since the Christmas rush. March 
did not bring the acceleration it 
usually brings. Nor did April. But 
soon after the opening of May, with 
its alternating rainfall and sunshine, 
the householder came into the hard- 
ware store and began to buy. 

Lawn mowers have been moving 
rapidly. Garden hose, too. Every- 
thing for the lawn and garden has 
been in almost feverish demand for a 
fortnight. Screen doors and wire 
cloth have registered activity. Do- 
mestic repair work of all kinds is 
under full swing and calling “for the: 
purchase of numerous hardware 
items. 

Spring house-cleaning is cleaning 
out seasonal hardware stocks which 
were low. Hence the rush in the job- 





bing houses. Dealers are not waiting 
on the travelers ; they are telephoning 
and mailing their orders in to the 
wholesalers. In numerous instances 
the latter have had to add extra truck- 
ing service in order to get the goods 
out in time for delivery to the con- 
sumer. 


HOUSEWARES ARE ACTIVE 


In addition to the movement indi- 
cated, current volume is running 
largely to household items. Paint 
and brush trade is brisk though late. 
Electric fans and electric irons are 
among the leaders of the warm- 
weather goods procession. Ice cream 
freezers are in good demand, showing 
a volume somewhat better than that 
of last year. 

Seasonal sporting goods are selling 
freely. Baseball and tennis equip- 
ment is in strong demand and fishing 
tackle in even stronger. Most of the 
tackle now being sold, however, is of 
the middle grades. Quality sales are 
expected to develop later, as they 
usually do. Few fishing tackle sea- 
sons have ever started with better 
promise than the present one. 


CONSTRUCTION SHOWS GAIN 


Business in builders’ hardware 
shows some improvement, a reflection 
of slightly better conditions in the 
building trades. The F. W. Dodge 
Corporation, for the first two weeks 
of May, reports the letting of 123 
Chicago building contracts, totaling 
$7,210,000, at a daily rate exceeding 
that of April, but under that of May, 
1929. Nearly one-third of these con- 
tracts were for industrial construc- 
tion. 

Residential building, roughly, rep- 
resents another third and commercial 
building the remainder. In northern 
Illinois the money volume of the 
building contracts doubles that of 
Chicago itself. More building is go- 
ing on than formerly in the smaller 
communities. Dealers in increasing 
numbers are ordering good showings 
of finished builders’ hardware, which 
always reflects better building con- 
ditions. 
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Pittsburgh Hardware Demand Shows 


Improvement, Due to Weather Conditions 


PirrspurGH, May 20,—Retail 
hardware trade in this district has 
received a decided stimulus in the 
last two weeks, and jobbers report 
their volume of orders as heaviest 
this year. Many retailers find them- 
selves completely unprepared to 
meet the sudden demand for hot 
weather goods, and their orders from 
jobbers are generally for rush ship- 
ment. This directly reflects the pol- 
icy of restricted buying and reduced 
stocks which has been followed by 
retailers this Spring, but the recent 
activity has led a number of dealers 
to lay in slightly larger supplies in 
order that they may not find them- 
selves in a similar predicament later. 
Jobbers have been very fortunate in 
getting rush shipments from manu- 
facturers on many items for which 
demand has been very heavy in the 
last few days. Such goods as elec- 
tric fans, screen wire products, 
farm, garden and lawn goods, and 
sprinkling cans have been exceed- 
ingly active. Less marked activity 
is reported in house cleaning sup- 
plies and paints, although the volume 
of paint orders is the best so far 
this year. 


BUILDERS’ HARDWARE IS DULL 


Builders’ hardware is still disap- 
pointing, although local residential 
construction has improved slightly 
in the last few weeks. April build- 
ing contracts in the district showed a 
comfortable improvement over 
March, but fell about 25 per cent be- 
hind the corresponding period last 
year. Aggregate construction con- 
tracts this month are expected to 
show a further improvement over 
April, but a considerable part of the 
construction work in the greater 
Pittsburgh district is of a character 
which will not benefit retail hard- 
ware business particularly. Bridge, 
highway and public utility building 
is being carried on at a good rate, 
but such activity is more beneficial 
to mills than to the smaller dealers. 
A fair estimate of the current con- 
struction activity is offered by the 
manufacturers of heating and sani- 
tary equipment in this district, who 





AT A GLANCE 


Reductions are effective in prices 
for copper and brass screws, sheet 
copper and copper rivets. Lower 
prices also prevail on white lead, 
turpentine and linseed oil. Nail 
and wire prices have a more stable 
status. Present volume is heaviest 
for current year, with hot weather 
goods leading in activity. Trade 
in builders’ hardware is dull. Un- 
settled industrial conditions are re- 
tarding business, while unemploy- 
ment is another detrimental factor. 
Some curtailment is expected in 
Pittsburgh steel mill operations. 











are only running their plants two 
or three days a week. Makers of 
standard pipe report a slight increase 
in specifications this month, but esti- 
mate their year’s business to date 
at about 20 per cent under the cor- 
responding 1929 period. 


LOWER PRICES EXPECTED 


Price trends in the hardware trade 
are still downward. Recent fluctu- 
ations in the primary market on cop- 
per have not been generally re- 
flected by lower prices on hardware 
products, although copper and brass 
screws and sheet copper have de- 
clined. It will be likely to be an- 
other month before 13c. copper will 
be reflected in the prices of the gen- 
eral run of hardware items. A de- 
cline in mill prices on bolts, nuts and 
rivets last week will be reflected by 
a reduction of about 10 per cent in 
jobbers’ resale quotations on these 
items. No definite action has yet 
been taken by local distributors. 
Mail and wire prices are somewhat 
better stabilized, following recent de- 
cline in mill quotations, and jobbers 
are meeeting little opposition to a 
$2.50 per keg price on nails, which 
has been in effect for several weeks. 
Quotations on paints are unchanged, 
but white lead has been reduced "4c. 
per lb., and is now quoted at 1334c. 
in 100 Ib. lots. Turpentine and lin- 
seed oil have uso been reduced. 


THE STEEL INDUSTRY 
Industrial conditions in the Pitts- 
burgh district are still unsettled, and 
the immediate future prospects of the 


steel industry are far from encour- 
aging. During the last week price 
reductions have been more numerous 
than usual, and have affected raw ma- 
terials as well as finished steel prod- 
ucts. Steel scrap prices have taken a 
sharp downward turn, following sev- 
eral weeks of comparative stability, 
and furnace coke is lower. Pig iron 
and semi-finished steel remain un- 
changed, although present quotations 
lack strength. Quotations on the 
heavy hot-rolled steel products and 
on flat rolled material, such as sheets 
and strip, are largely nominal and 
fluctuate in a $2 range, depending 
upon the size of the order and the 
anxiety of the mills to fill out roll- 
ing schedules. In the Pittsburgh 
district steel mill operations have fal- 
len under 75 per cent, and further 
curtailment will likely take place 
within the next month. Many man- 
ufacturers hold out little hope for 
any improvement during the Sum- 
mer, and many will be satisfied if 
the industry holds its own. 


UNEMPLOYMENT IS FACTOR 


Unemployment is still serious in 
this vicinity, and interrupted manu- 
facturing schedules have reduced the 
net wages of those who are employed 
on a part time basis. These circum- 
stances are disturbing to collections 
and hardware merchants, as well as 
many others, are carrying large 
amounts on their books. 


Automobile Tire Output 
Shows Smaller Total 


Manufacturers of automobile tires in the 
the United States produced 5,187,970 pneu- 
matic casings in March, compared with 
4,859,475 in February and with 7,519,234 
in March, 1929, according to the monthly 
report of the Rubber Manufacturers As- 
sociation. Shipments of pneumatic casings 
in March totaled 5,031,820, compared with 
4,474,459 in February and 6,708,134 in 
March, 1929. Casings in the hands of the 
manufacturers on March 31 were 13,468,- 
970, compared with 13,238,451 on Feb. 28 
and 16,351,750 on March 31, 1929. 

Inner tubes manufactured during March 
numbered 5,270,560, compared with 4,942,- 
755 in February and 7,466,356 in March, 
1929, 
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New York, May 20. 

In keeping with the high level of 
activity which prevailed in the New 
York hardware market for the week 
preceding, the sales volume during the 
past week has been maintained at about 
the same high level. In fact, the last 
two weeks have entirely changed the 
outlook for the current month and it is 
freely predicted by most wholesalers 
that May sales will equal those of a 
year ago. Some jobbers are so opti- 
mistic over present conditions that they 
express the opinion that both May and 
June business will aggregate a larger 
volume than in 1929, and expect the 
two months mentioned to compare fa- 
vorably with the corresponding months 
of ’26 and ’27. Still another Metro- 
politan wholesaler stated that May was 
showing the first substantial sales gain 
in eight months. 


BUSINESS IS BRISK 


Several wholesale hardware estab- 
lishments found it necessary to work 
their staffs overtime to facilitate the 
delivery of the avalanche of orders for 
merchandise of seasonable character. 
Several shortages developed, particular- 
ly in the lawn goods line, with the 
drought of the past three weeks re- 
sponsible for an unprecedented demand. 
Neither dealers nor jobbers were pre- 
pared with adequate stocks to cope with 
the premature hot and dry weather. 
While the purchase of large surplus 
stocks is not being advocated at this 
time, the recent experience of the trade 
in not having the goods available when 
the consumer wanted them will influ- 
ence a more liberal tendency in buying. 
As a rule, dealers especially have been 
too conservative in anticipating their 
requirements and the need for adequate 
stocks will now be more fully considered. 
After all, the merchant must have the 
merchandise on hand when the cus- 
tomer wants it, or he will suffer the 
consequences. The dealers should al- 
low the wholesalers to carry the sur- 
plus of the merchandise, which is 
needed from time to time, but at the 
same time, the dealer should use fore- 
sight in placing orders of ample size to 
meet unusual weather conditions and 
other factors having a bearing on the 
demand. 


Brisk Demand Is Well Maintained 


for Seasonable Hardware In New York 





AT A GLANCE 


Several leading manufacturers of 
hammers have announced substan- 
tial price reductions. Lower prices 
prevail on stove, carriage and ma- 
chine bolts and lag screws. Ad- 
vances are effective on gasoline 
b!ow torches and canned glue. Raw 
copper prices are firmer. Other 
commodities are fairly steady. Busi- 
ness shows a marked improvement, 
especially in timely merchandise. 
House cleaning supplies, lawn 
goods, garden tools and related 
goods are particularly active. Con- 
struction is increasing, although 
the demand for builders’ hardware 
is light. Collections are bettering. 











SEASONAL GOODS ACTIVE 

Seasonable items of every descrip- 
tion have been very active, although 
the demand has been greater for mer- 
chandise of the hot-weather class and 
for items required for watering and 
caring for gardens and lawns, which 
are generally in the delicate, early 
stage of growth. Some of the most 
active items on current orders are: gar- 
den hose, lawn sprinklers, lawn rollers, 
hose reels, moth preventatives, adjust- 
able window screens, poultry netting, 
screen wire, wheelbarrows, lawn mow- 
ers, concealed garbage cans, ice cream 
freezers, lawn fence, electric fans, hand 
and tank sprayers, vacuum bottles, fer- 
tilizers and paints. ; 


BUILDING CONTRACTS GAIN 


Building and engineering awards in 
the metropolitan area of New York 
from May 1 to 9 totaled $32,244,700, 
a daily rate of $4,030,600, as compared 
with a daily rate of $3,787,700 in May, 
1929. 

In spite of the reported gain in 
building construction, the demand for 
builders’ hardware and related supplies, 
including tools remains dull. One whole- 
saler who was asked to explain the light 
demand in view of increased construc- 
tion averred that this was due to the 
fact that most of the construction now 
underway is on the large type of apart- 
ment, office and industrial buildings, 
saying wholesalers and dealers, with 
few exceptions, are excluded from sim- 
ilar projects by manufacturers who 
supply the materials direct to the 


builder. Few one and two family dwell- 












ings are said to be under construction 
and it is on the latter type of structures 
that most hardware is supplied by 
dealers, who in turn, buy it from whole- 
salers. Most generally used items of 
builders’ hardware are priced at ex- 
ceedingly low figures in comparison 
with former years. Prevailing prices 
on night latches and lock sets are two 
outstanding examples, but regardless 
of the attractive prices, a smaller num- 
ber of each are being sold by hardware 
dealers. The same situation is apparent 
in hand tools of the popular type. 


COPPER PRICES ARE FIRMER 


Following the advance of half a cent 
a pound in copper on Monday, buying 
of the metal continued in larger volume 
during the balance of the week. Pres- 
ent prices-are 13c. per pound for domes- 
tic delivery and 13.30 per pound for 
European delivery. 


THE PRICE TENDENCY 


Quotations, for the most part, are 
fairly firm, although two changes that 
should interest every hardware dealer 
in this trade territory were made re- 
cently. Prices on stove bolts, as well as 
carriage and machine bolts and lag 
screws, have been revised to a 10 per 
cent lower basis. Small quantities of 
stove bolts are being quoted at 80-10 off 
list, while 80-10-5 is being granted on 
larger orders; Small quantities of ma- 
chine and carriage bolts are being sold 
at 60-10 off list, while 65-10 is an extra 
inducement for quantity orders. Sev- 
eral prominent manufacturers of han- 
dled hammers have announced a reduc- 
tion of 10 per cent on the entire line. A 
well known maker of gasoline blow 
torches has advanced the line 10 per 
cent. Advances ranging from 20 to 30 
per cent recently became effective on 
a popular make of glue in can con- 
tainers. Prices on tubes and boit’es of 
this product remain unchanged. 


COLLECTIONS 


Collections have a slightly improved 
status, as dealers are enjoying better 
business in most instances. However, 
the credit situation is not quite as satis- 
factory as at the corresponding period 
of a year ago. If conditions continue 
to improve as they have during the past 
few weeks outstanding accounts will be 
reduced materially. 
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©THE REMINGTON WEEKLY LETTER eS 


FULLER PEPP, THE REMINGTON MAN. 


Great! GREAT! GosH How 







































































HEL ILL! FINE! THINGS Hows THE OLD 

HOW GOES COULDNT BE BETTER! REMINGTON THAT STUFF SELLS! YouR NAT 
iT! I'M WELL SATISFIED LINE ADVERTISING 1S BRINGING ME 
WITH THE WORLD. MOVING ¢ NEW CUSTOMERS EVERY DAY! 





KEEP UP THE GooD WORK- 
Bor - KEEP 
iT ve? 
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BY THE WAY BiLL— YoU TOLD ME 
THE LAST TIME IY WAS HERE (IF I Gor 
A CHANCE To PICK UP A GOOD BIRD 
DoG FoR 
You, To 
BUY IT. 
T'VE GOT ONE 
OUT IN 
CAR- WAIT 
tLe Ge 
HER. 
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DON'T FORGET 
BUTCHER KNIVES 
AND PAPRING 
KNIVES 
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FINE! BRI 


WELL , THAT'S ALL THE 
HER IN! 


SHEARS— Now YLL SEE 
WHAT WE NEED 
IN POCKET 
KNIVES - 


















PHODEN 
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SHE was HERE 4 

MINUTE AGO. PHewit / 
COME HERE 
Bouncer / 































S YouR CHECK 
For TWELVE DOLLARS! 
WHERE/D THE Doc 
Got 


SOLD! t'tu 
TAKE HER! 
A PEACH OF A 
LOOKING 
Poocn ! 









HERE SHE IS-A FULL-BLOooD 
SKYWEGIAN PoINTER. THE GUY 
WAS HARD UP AND I Got HER FoR 
1222! WoRTH A 
DRED BUCKS 
OF ANYBODYS 
MONEY 
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NOTHING Doiné! TAWeE 
YouR CHECK BaAcK! You 
CAN'T Y TEN DOES 
Bypoo! WHY 

_ THATS ONLY & 
DOLLAR-TWENT 
PER- EACH 


GO ON —TAKE THE 
CHECK ~ THE DEAL 
WAS MADE. THEY. 
ARE MINE FOR 
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TWI N CIT] ES Heavy Rainfall Has Retarded Trade— 
¢Prices, in the Main, Are Holding Firm 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, May 20.—Business in general has suffered to quite 
an extent in the territory tributary to the Twin Cities by the con- 
tinued rainfall of the past two weeks, which has been general and 
continued. “Dirt,” or side roads in much of the Dakotas and parts 
of Minnesota, Wisconsin and Iowa have been rendered impassable, 
with the result that rural trade has been hampered. However, the 
moisture has had a very desirable effect, in that it has done much 
to assure the right start for a good crop of farm products. ; 

Spring work is well advanced, and, with clearing skies, road con- 
struction work is being pushed rapidly. lowa has the largest road 
building program in its history and other States in this section are 
pushing this form of improvement rapidly. 

The fishing season in the “southern zone” opened last week and 
fishing tackle and outing equipment has been very much in demand. 
The season opens in the northern zone very soon and anglers are 
preparing for the season, outfitting their tackle boxes and looking 
over their camping equipment. Demand has started for outing 
tents. 

Prices in hardware are holding firm and there are no changes to 
report this week. 

PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. ST. PAUL AND MINNEAPOLIS. 


AXES. | GALVANIZED WARE. 

Single bit, base weight, unhandled Standard galvanized pails. 10-qt., 
axes, $15.00 to $16.50; double bit, | $2.70; 12-qt., $2.85; 14-qt., $3.10; stock 
$20.00 to $21.50; single b't, handled, | pails. 16-qt., $4.70; 18-qt., $5.50; 
$19.25; double bit, handled, $24.25 | standards tubs, No. 1, $7.15; No. 2, 
doz., net. | $8.00; No. 3, $9.35: heavy, No. 1, 

> | $13.20; No. 2, $14.40; No. 3, $15.60 
BOLTS. doz. net. 

Carriage and machine bolts, 60 per | . ‘ ¥ 
cent; stove bolts, 75 per cent, and GLASS AND PUTTY. 
lag screws, 60 per cent from stand- Single and double strength A grade 
ard lists. glass Minnesota prices, 83 per cent 


~ from lists; strictly pure putty, in 50- 
BRADS. | lb. steel drums, $5.35 cwt., net. 


Wire brads, in 25-lb. box at 75 per 
cent from lists. | GRASS SHEARS. 
- ies “Doo-Klip’’ grass shears, $10.80 
BUILDING PAPER. | doz.; ‘“Doo-Klip” long handle grass 
Red rosin sized oanees paper, | shears, $18.00 doz. net. 
$2.52, and tarred felt $3.00 cwt., net. | 
: : | ICE CREAM FREEZERS. 
CHAIN. | Acme, 2-qt., galvanized, 75c.; 4-at., 
Log chain, coppered, 4 x 14, $1.56; | $1.65; White Mountain, 4-qt., $4.13; 
5/16 x 14, $2.11; % x 14, $2.89; self | 8-qt., $6.75 each net. 
colored, % x 14, $1.40; 5/16 x 15, $1.88; 


% x 14, $2.54 each; ee on eee. | LAWN GOODS. 
%4 in., $8.78; % in., $16.04; % in., Nelson’s Perfect Clinching hose 
$26.13; 5% in., $41.82 per 100 ft. couplings, $2.25 per doz.; Perfect 


Clinching hose menders, 90c. per doz. 


BUILDERS’ HARDWARE. 


Steel butts, aad x 3%. = copper LAWN HOSE. 
etl brat fniah, Jere than axe 1°" “Competition, -in S-ply. Se. 
per or dull brass finish, less than case — Luck, Poe in. Minhet 
lots, 22c. per pair. Heavy steel, bevel og, %%-in., 7-ply, 12%c.; J ar 7 7 
inside sets, $8.00 per doz. sets. Steel, gg Bc nye = ~~ hg es 7: 
bit-keyed front door sets, $1.20 per t. a's egy aa Pe - a, ae 
set; wrought brass, bit-keyed front oe $7 30: ot a 97 . gl peg 
door sets, $2.40 per set; wrought — of.00, red, of. D “ 


brass, cylinder front door sets, $4.75 


per set. All lock sets quoted in old LAWN MOWERS. 





enignes cares Philadelphia, Style A, 15-in.. $18.00; 
CORN AND POTATO PLANTERS. 17-in., ae0-38; | 18-En.. $22.50; 21-in., 

Acme corn planters, No. 306, 7." $25.00 each, net. 
doz.; Acme potato planters, No. . 
$14.50 doz. net. MILK CANS. — ; 

5 Ra‘lroad, wide neck, 8-gal., $2.50; 
EAVES TROUGH, CONDUCTOR 10-gal., $2.70 each, net. 
PIPE AND ELBOWS. | NAILS. 

Eaves _trough, 28-ga., 3cin., slip Standard wire nails and cement 
joint, S-in.. in crates, $5.25; $n | coated wire ‘nails, $2.80. per 100-Ib. 
not nested, $5.10" 4-in.., $7.15 per 106 keg base. 
in. ft.; elbows, 3-in., $1.73; 4-in., POULTRY NETTING. 
$2.88 doz. net. . 

Hexagon, 63% per cent from lists. 
FILES. 

First quality files, 50 per cent, and PRUNERS. 
jobbers’ brands, 60-10 per cent from “Doo-Klip’ pruners, $10.80 doz., 
list. net. 


| REGISTERS. 
Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 


ROPE. 

Best grade manila rope, 22c. Ib.; 
second grade, 18c. lb.; best grade 
sisal rope, 17144c. lb.; second grade, 
16%4c. lb. 


ROLLER SKATES. 

Union line, extension, web heel and 
toe straps, plain steel rolls, 75c. per 
pair. 

Same for boys, with self-contained 
ball bearing wheels, $1.45 pr. Same 
for girls, with self-contained ball 
bearing wheels, $1.45 pr. 

Chicago line, No. 181, $2.65; No. 
183, $2.75; No. 185, $2.75; No. 101, 
$1.35; Nos. 193 and 105, $1.40. 


SANDPAPER. 

Best grade sandpaper, No. 1, 98c. 
per box of 75 sheets; second grade, 
No. 1, 74c. per box of 75 sheets; gar- 
net, No. 1, $15.68 per ream, net. 


SASH CORD AND WEIGHTS. 
Sash cord, best grade, 58c. lb. base; 
second grade, 3lc. lb.; third grade, 
25c. lb. base; net and cast iron sash 
weights, $1.95 cwt., net. 


SCREWS. 


Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent: 
flat head brass, 2% per cent; round 
head brass, 37% per cent from lists. 


Doors, common, 2-8 x 6-8, $1.65 
each; fancy, $2.60 each; screens, Con- 
tinental, extens‘on, 24-in., $9.75 doz.; 
Wabash, extension, 24-in., $5.35 doz., 
net. 


SOLDER. 
Warranted half and half. solder. 
26%4c. 1b., and strictly half and half 
solder, 27%4c. lb., in 100-lb. boxes, net. 


STEEL SHEETS. 


Galvanized steel sheets, 24-ga. 
(base), $4.65; black steel sheets, 24- 
ga. (base), $3.90. Armco galvanized 
steel sheets, 24-ga. (base), $6.45 cwt., 
net. 


TIN. 
Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing, 20 x 28, 
8 lb., coating, IC, $14.75 box, net. 


TIRES AND TUBES. 


Mansfield tires, 30 x 3%, Liberty 
cord, $4.17. Mansfield heavy duty 
oversize, Liberty, 32 x 4, $7.95. 

Mansfield heavy duty, 32 x 4, 
$10.50. Mansfield double service, 29 
x 4.50, $10.68. Mansfield double ser- 
vice, 32 x 5.50, $21.74. 

Tubes, 30 x 3%, Mansfield, $1.13. 
Tubes, 29 x 4.40. Mansfield. $1.24. 
Tubes, 30 x 3%, Liberty, 90c. Tubes, 
29 x 4.40. Liberty, $1.13. Tubes, 32 
x 6.00, Liberty, $1.99. 


WHEELBARROWS. 


Hardwood stave trays, $34.20 doz.: 
selected hardwood stave trays, $40.80 
doz.; tubular steel travs, 4% ft. ca- 
pacity, $7.20 each; Copher garden, 
$3.75 each; American garden, $6.25 
each, net. 


WIRE. 

Galvanized barbed cattle wire, $2.81 
per 80-rod snool special galvanized 
barbed hog wire, $3.00 per 30-rod 
spool; No. 9 (base), smooth, galvan- 
ized wire, $3.40 cwt., and No. 9, 
smooth, black wire, $2.95. 


WIRE CLOTH. 
Black painted, 12 x 12 mesh, $1.65: 
aluminum finish, 12 x 12 mesh, $1.85 








per 100 sq. ft., net. 


(Reading matter continued on page 46) 








SCREEN DOORS AND WINDOWS. 
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PIZZAZA 


E. B. GALLAHER 


Treasurer, Clover Mfg. Co. 
Editor, Clover Business Service 


HEN I started 1M to manufacture Abrasive Pa- 
pers and Cloths I was told by many jobbers that my 
path would not be a bed of roses; because, they said, the 

trade which had been educated to use certain makes of coated 
abrasives had a way of sticking to them. But, I have gone ahead 
just the same; as it has been my experience that, where a superior 
article makes its appearance, there is automatically created a 
demand for it. In other words, a “name” only makes a difference 
when it stands for supreme quality—as for instance in the case 
of the name “Clover”’. 

To prove this, I have a letter written by one of our outstand- 
ing American jobbers to a brother jobber who inquired as to 
whether his trade was accepting Clover Color Stripe Abrasive 
Papers and Cloths in the place of an old line of goods which he had 
abandoned in favor of the more up-to-date Clover line—here is 
the reply: 

“Yours of the 10th received. We have had very good success 
with the Abrasives manufactured by Clover Mfg. Co., Norwalk, 
Conn. 

We used to think, too, that our trade demanded * * * * goods, 
but found this was not the case, at least in this territory. 

Since we took on the Clover line we have not had a single 

















think I can ey dont want it — 
make & better sang. Jive sold em the same stuff 
Paper for those Fells 7 for 50 yrs — and anyway, 


yey like fo work! 
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complaint”. 
Old traditions are all right if they do not interfere with pro- 
gress—but if they DO, they are all wrong. iia 
If you can get a better article at the same price, with efficient _ blamed hing — pop dl use 
sales cooperation from the manufacturer, which you are not now SO, _ Grn paps) 





getting, it becomes pretty expensive to hang on to some old 4 


tradition. 

A large and growing number of our leading jobbers are al- 
ready handling the Clover Color Stripe Line of Coated Abrasives 
exclusively—there’s a reason. 

And it’s strange how easily the consumer is learning to call 
for the Color Stripe sheet—the answer, of course, is simple—he 
gets more work value for his money. 
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| E. B. GALLAHER: | 


CLOVER MEG. CAL, NORWALK, CONN., U. S. A. Clover Mfg. Co., Norwalk, Conn. 


Send Sample Sheets | 


ee Clover Bint Sandee 
SAND PAPERS Clover Turkish Emery Cloth 
METAL CUTTING PAPERS AND CLOTH a a ae 
Clover Aluminous Oxide Cloth 
AUTOMOBILE NICKEL PASTE — é 





i ee ee a 


Address _ 





CLOVER GRINDING AND LAPPING COMPOUNDS 


Character 
of business 
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CINCINNATI: 


(Cincinnati officé of HARDWARE AGE) 


CINCINNATI, May 20.—Demand for all lines of hardware mer- 
chandise in this district quickened slightly during the last two 


weeks. 


Although the volume of business is not quite equal to the 


level of a year ago, district jobbers indicate that the market gener- 


ally appears to be in better condition than a month ago. 


In fact, 


the first half of May brought a greater amount of business than the 
same period of April and the feeling is that this will continue 


throughout this month. 


All lines of merchandise, except builders’ hardware, are moving at 


about the same rate, but orders are for smaller quantities. 


Actually, 


dealers are purchasing at hand-to-mouth proportions and are not 
stocking anything in excess of what they estimate to be their actual 


needs. 


purchases of builders’ hardware. 


The slowness of the building industry generally has held up 


With continued good weather 


making possible steady work on construction projects, it is antici- 
pated that demand for this type of hardware will increase next 


month. 


The settlement of the strike on the Starrett Brothers job here and 
the consequent return of men to their work has relieved the unem- 
ployment situation somewhat in this district. 

Prices continue to be firm, with no changes for the last two or 


three months. 


Collections are fair, but the trade indicates that the 
credit situation could be better. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. CINCINNATI. 


BUILDERS’ HARDWARE. 


Sash Weights.—Sash weights, $2.00 
per 100 

Inside Sets. —Square bevel inside 
sets in case lots, $4.10 per doz. 

Butts.—3% in. old copper and dull 
brass butts, 15c. per pair in case 
lots; sand blast, brass finished butts, 
18¢. per pair in case lots. 


ELECTRIC FANS. 


Diehl, No. 29011, $10.00 each, list; 
No. 29511, $13.00 each, list; No. 29711, 
$14. 00 each, “0% No. 10512, $17.00 each, 
list: No. 12519, $27.00 each, list; No. 
16512, $35.00 ¢? ach, list; No. 3160, 
$29.50 each, list. These prices are 
subject to discounts of 30 and 5 per 
cent. 


FENCE, LAWN. 


Single picket, 36 in., $6.40 a hun- 
dred ft.; 42 in., $7.20 a hundred ft.; 
48 in., $8.00 a hundred ft.; Double 
picket, 36 in., $8.80 a hundred ft.; 42 
in., $9.60 a hundred ft.; 48 in., $11. 20 
a hundred ft. 


FLOWER BED GUARDS. 


16 in., $3.90 a hundred ft.; 22 in., 
$5.15 a hundred ft. 


GALVANIZED SPRINKLERS. 


4 quart, $5.30 a doz.; 6 quart, $5.80 
a doz.; 8 quart, $6.65 a doz.; 10 quart, 
$7.40 a doz.; 12 quart, $9.00 a doz.; 
16 quart, $10.80 a doz. 


GARDEN TOOLS. 


Spades and Shovels.—Polished, $9.25 
a doz.; black, $8.00 a doz. 

Hoes.—First grade, socket, 6% in., 
$9.84 a doz.; cotton, $7.68 a doz.; 
planter, $8.28 a doz.; Cronks, weed- 





| 
| 
| 
| 
| 
| 
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ing, No. 1, $4.20 a doz., Cronks, 
weeding, No. 4, $4.50 a doz. 

Rakes.—First quality, 14 mane 
$9.84 a doz.; Competition grade, $5.2 
a doz. 

Spading Forks.—First quality, reg- 
ular, $15.84 a doz.: Extra Heavy, 
a a doz.; Competition, $10.80 a 
aozZ, 


GRASS CATCHERS. : 


Galvanized bottom, medium, $7.20 
a doz.; large, $8.00 a doz. 


GRASS SHEARS AND PRUNERS. 


Doo Klip shears, $10.80 per dozen; 
Doo Klip long handled shears, $18.00 
per dozen; Doo Klip pruners, $10.80 
per doz. 


HOSE. 


Double braid, 500 ft. reels, with- 
out couplings, % in., $6.50 per 100 
ft.; 54 in., $7.00 per 100 ft.; % in., 
$8. 00 per 100 ft. 


HOSE REELS. 


Victor, $1.10 each; No. 10, $3.10 
each, 


ICE CREAM FREEZERS. 


White Mountain, 2 quart, $5.65 each; 
4 quart, $8.25 each; 6 quart, $10.45 
each; 8 quart, $13.50 each; 10 quart, 
$18.00 each. 


LADDERS. 


Extension, 20 foot, $5.75 each; 24 
foot, $7.00 each; 26 foot, $7.60 each; 
28 foot, $8.15 each; 30 foot, $8.75 each; 
32 foot, $9.35 each; 34 foot, $11.00 
each; 36 foot, $11.60 each; 40 foot, 
$13.00 each. 

Extension, with windlass, 28 foot, 
$9.35 each; 30 foot, $10.00 each; 32 





Recent Demand Has Quickened 
@ Prices Are Firm and Unchanged 


foot, $10.60 each; 34 foot, $12.25 each; 
36 foot, $13.00 each; 38 foot, $13.65 
each: 40 foot, $14.35 each. 


LAWN SPRINKLERS. 


Fountain, $6.50 a doz.; % Fountain, 
$5.50 a doz.; Rain King, $28.00 a doz.; 
Majestic, $40.00 a doz. 


LAWN MOWERS. 


Low grade, 12-in,, $4.60 each; 14- 
im, $4.75 each; 16-in., $5.00 each. 

Plain Ball Bearing, medium, 14-in., 
$6.50 each; 16-in., $6.85 each; 18-in., 
$7.20 each. 

High wheel, five-blade, 14-in., $11.60 
each; 16-in., $11.50 each; 18-in., $12.00 
each; 20-in., $12.75 each. 


LAWN ROLLERS. 


No. 2, $7.90; oe 4, $9.50; No. 5, 
$11.75; No. 7, $13. 


NAILS. 


Common wire nails, $2.85 per keg. 


PAINT SUPPLIES. 


Ready mixed house paints, $2.75 
per gal.; linseed oil, single barrels, 
$1.08 per -gal; turpentine, in 2 _bar- 
rel lots, 60c. per gal.; white and red 
lead in 500 Ib. kegs, 14%c. per Ib., 
less 10 per cent. 


ROLLER SKATES. 


3all bearing, girls and juveniles, 
$1.32 pair; _Boys, $1.41 pair; Cheaper 
grade, $0.77 pair. 


RUBBISH BURNERS. 


No. 1, $8.00 a doz.; No. 2, $11.00 
a doz.; No. 3, $13.20 a doz. 


SCREEN DOORS. 


No. 241, size 2.10 x 6.10, $16.90 a 
doz.; No. 281, size 2.10 x 6.10, $17.80 
a doz.; No. 355, size 2.10 x 6.10, $33.40 
a doz.; No. 315, size 2.10 x 6.10, $30.65 
a doz.: No. 355, galvanized 14, $34.80 
a doz. 


SCREWS. 


Flat head bright screws, 50, 10, and 
10 off list; flat head blued screws, 50, 
10 and 5 off list; round head blued 
screws, 50 and 10 off list; round 
head brass screws, 40 and 5 off list; 
bright wire goods, 85, 20 and 5 off 
list. 


STEPLADDERS. 


Best Grade, 5 foot, $2.55 each; 6 
foot, $3.00 each; 7 foot, $3.55 each; 8 
foot, $4.05 each; 10 foot, $5.05 each; 
12 foot, $6.65 each. 

Competition Grade, 3 foot, $0.51 
each; 4 foot, $0.68 each; 5 foot, $0.85 
each; 6 foot, $1.00 each; 7 foot, $1.55 
each; 8 foot, $1.75 each. 


TRELLIS WIRE. 


22 in., $3.95 a hundred feet. 


VACUUM BOTTLES. 


Competition Grade, 1 pint, $0.62 
each; 1 quart, $1.20 each. 

High Grade, 1 pint, $1.00 each; 1 
quart, $2.00 each. 

Nickle Plated, 1 pint, $1.75 each; 
1 quart, $2.50 each. 


WINDOW SCREENS. 


2433, $4.30 a doz.; 3037, $6.00 a doz.; 
3637, $7.00 a doz. 

Galvanized, 2433 $4. a doz.; 
30372, $6.25 a doz.; 545g, 37. 00 a doz.; 
3637g, $7.25 a doz. 


(Reading matter continued on page 48) 
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BUSY 
EYES 
MAKE 
BUSY 





Show them your mer- 
chandise with Warren 
Fixtures, Display Tables, 

etc. 


CLERKS 























J. D. WARREN MFG. CO., 


WARREN 
SECTIONAL DISPLAY FIXTURES 


208 W. Washington St., Chicago, IIl. 


We want to know more about Warren Fixtures. 


The 


(0 The Warren Fixture Cat- 
alog. 

(J The Warren Display Table 
Folder. 





©. 
uw 


bud 


Information Sheet for Sug- 


gestive 
ment. 


Please send us: 


Warren 
Counter Folder. 
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Postponing [his 
Costs More than to 


DO IT NOW 


You remove a handicap on sales when you start to Warrenize your store. 
Every day a hardware dealer puts off his decision to improve his store’s appear- 
ance, means a lost opportunity. Furthermore every lost day forfeits the benefits 
of greater selling efhciency—at lower selling cost. 


Just realize what Warren Sectional Display Fixtures will do for your business: 
By their impressive appearance they say tq the customer, “This is a good sound 
permanent business.” By their skilled design for the effective display of mer- 
chandise, they stimulate buying, which is all the best salesman can do. Their 
modern design and construction will increase the efficiency of finding, showing 
and wrapping merchandise, making change and shorten the time of making 
the sale. 


Whether your store should be completely remodeled, or requires but a few 
simple additions, the job can be done step by step with Warren Sectional 
Fixtures. Without obligation, Warren Store Engineers will advise you. For 
your convenience, send the coupon below for full information. 


J. D. WARREN MEG. CO. 


208 W. Washington St., Chicago, III. 




















48 HARDWARE AGE for MAy 22, 1930 





BO STO Unsettled Weather Affects Business 
N: Some Price Revisions Are Effective 


(Boston office of HARDWARE AGE) 
Boston, May 20.—Both retailers and jobbers report business as 
better, but lacking a punch owing to weather conditions. Continued 
dry weather, which has now assumed a serious stage throughout 
New England, has made for a brisk demand for rubber hose and 


lawn accessories in general. But goods otherwise are moving by 


spurts as temperatures dictate. First unseasonable hot weather is 
experienced a day or two, and then it turns abnormally cold. The 

public mind rotates from lawn mowers, garden rakes, seeds, etc., to 
ash barrels, coal hods wood saws and the like. There is a marked 
deficit in rain however, and unless we have moisture and a lot of it 
there will be no lawns to cut, no grass to rake, no gardens, no vege- 
tables worth cultivating. Governors of almost every New England 
State have placed a ban on trout fishing and on people entering the 
woods, consequently there is little doing in fishing tackle and camp- 
ing goods. This action was due to tremendous losses of woods and 
properties through forest fires. Time clipped off the trout season 
will be extended later, however. 

Copper tea kettles and copper wash boilers have been reduced ap- 
proximately 5 per cent in cost. Some of the higher priced numbers 
of one make of sleds have been reduced slightly. A change in the 
cost of hatchets and hammers is coming, according to jobbers, who 
are not prepared to give details. Otherwise, price changes the past 
week were unimportant, but mainly downward. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS. F.O.B. BOSTON. 


Fy y.s net; No. 5996, 60c. Double handle, 
_— sel — Machine bolts carriage No. 5997, 87c.; No. 5998, 67c. Reducer, 
bolts and lag screws, 60 and 5 per ag Hee oy gets Sas. Emergency top, 
cent discount. Reels. — Winchester le yy 
AN ‘ . 100 yd. capacity, No. 4339 a doz 
FANS (ELECTRIC). net; No. 4340, $28; No 4345, $68. 
Fans.— Westinghouse, 60 cycle, 8 in. Double action, 60 yd. capacity, No. 
stationary, in lots of three, $3.50 each 2210, $5.91 a doz.; No. 2296, $7.47; No. 
net: in lots of 12, $3.25. Oscillating, 2216, $7.47; No. 5206, $7.47; No. 2142, 
8-in., in lots of three, $8.36; in lots 40 yd. capacity, $9.33; No. 2242, 60 
of 12, $7.77; 10-in., in lots of three, yd. capacity, $10; No. 2342, 80 yd. 
$11.90, in lots of 12, $11.05; 12-in., in capacity, $11; No. 2442, 100 yd. ca- 
lots of three, $18.90, in lots of 12, pacity, $12; No 2292, 80 yd. capacity, 
$17.55; 16-in., in lots of three, $24.50, $14, 33° No. 2 392, 100 yd. capacity, 
in lots of 12, $22.75. 9s srorty.cycle, $15.3 
rs sin. in lots of three, 55, in lots o 
, $4.23: 25 to 30 cycle, 8 in., oscillat- xeerenen. 
ing. in iots of three, $8.93, in lots of Tea.—Copper, No. 37, $18.50 a doz. 
12, $8.29. Direct current, ouctiating. net; No. 38, $19.75; No. 39, $21.40; 
in’ os of three, 12-in., $18.90, 16-in., No. 638, $23.10; No. 639, $25; No. 18 
$24. special, $14.75; No. 8, Copper King, 
Rae. —Pola Cub, stationary, 6-in., $17; Copper Queen, $18.25. 


in lots of less than 12, $2.75 each net, 
in lots of 12, $2.65; 8-in., less than 12, LAWN ACCESSORIES. 


2 2, $3.05; 10-in., less 
a ee of 12, — of six, $4.35: Hose.—Rubber, garden, Commer- 


than six, $4.55, Bi t , ; 

oscillating, 10-in., less than six, $7, cial, 5% in., 6%c. per ft., net; Leader, 

lots of six, $6.65; No. er Fj _ ork ay ee: Vina. 

5. R * 4 Co; y A, We + SRC, 

than four, $12, lots of four, $11.65 Gooa tak tee: Ban bes,’ % In. 
13%c. 

FISHING “Winches lit | boo Lawn Mowers.—Roller bearings, 16 
ny, "No, 6080, Bu ft, $11.67 each net; in., $18.25 each list; 18 in., $19.50; 
No. Goss 9 "fe, $il.et; No. 6090, "936 316.767 is in. Hz.30; — sis ts 

7 Y td r in., 7.5) n., 5. 
ft, SLOT; No, Gigi, 8 ft, $20;' No. Automatic style, 11-5, 16 in., $12; 18 


6135, 8% ft., $20; No. 6140, 9 ft., $20; 


No. 6145, 9% ft., $20: No. 6149, 8 ft.. a ee ae | he Mae 4, 14 


. $9.75; 16 in., $16.50; 18 in., $11.25; 





3.33; 2 % ft., $23.33; No. . 
Be Nl ee At eitn Ok Ie: 20° in, $12. Style 9-4, 14 in., 39; 16 
$23.33; No. 6151, 8% ft., $23.33; No. bail ron! Mey 16 in., special, styl le 8- : 
6156, 9 ft., $23. 33; No. 6161, 9% ft., : 9.30: 
$23.33 14 =the ad vd i. $8.90; 18 in., # 

Rods. — Winchester steel fly, No. Special, Style were ne: in., 
5120, 8 ft., $1.15 each net; No. 5125, 38-60. 14 in., $5.80; 16 in., $6.20; 18 in. 
oe .. = pg 9 ft, $115; Sprinklers.—Nelson rotary, $12.80 a 
$1.73; No. 5035, 9 ft., $1.73; No. 5040, gos. net. oo ic iL... ¥ —<, A, 
9% ft., $1.73. | Special light weight = each. Dollar, revolving, a 

* ad a4 5 

it aol SA oe. i ft. ee a — Coupling.—Nelson perfect clinching, 
5602, 7% ft., $4.21. self fastener, $2 a doz. net; corru- 

Rods.—Winchester steel bait cast- gated, $1.30; perfect clincher house 
ings, No. 5420 to 5440, 4 ft. to 6 ft., mender, $9.60 a gross, net. f 
$1.13 each net; Nos. 5535 to 5555, 3 ft. Rollers. — Water, Dunham, with 
to 5% ft., $1.40; Nos. 5560 to 5579, 4 ft. roller bearings, No. 5, $12.70 each net; 
to 6 ft., $1.59; Nos. 5580 to 5595, 4 ft. No. 7, $14.60; No. 9, $16.50. Ww ith 
to 5% tt, $3 "45 pain bearings, No. 2, $8.55; No. 4, 

Rod Accessories.—Winchester line, 

No. 5995, reversible handle, 67c. each Reels.—Hose, Wirt & Knox, No. 10, 


(Reading matter continued on page 


$3.25 each, net; LaMathe, No. 100, 
$1.10. 

Ce ae ass, Easy Emptying, 
No. 10G, $11.50 a doz. net; No. 17G, 
$7.20. 

Hooks.—Grass, Lawn King, $6.50 a 
doz. net; Lawn Queen, $8;. Little 
Giant, $5.25; Reliance, $3.00; Nolin’s 
concave, $6.50: — og a Perfection, 
r.e9: Columbian, No. 1, $4.00; Komet, 
9° 


| RUBBISH BURNERS. 

Rubbish Burners.—Cyclone, No. 2, 
in lots of 6, or full bundles, $2 each 
net; in smdller quantities, $2.25 each. 

Covers, $2.12 per doz., net. 


RULES. 
Rules. — Mayhew, No. A72, $2.50 
each, list. Discount, 33%, per cent. 


SCREENS AND SCREEN DOORS. 


Screen Doors.—-No. 241, 2.6 x _ 6.6, 
$17.69 a doz. net; A 8 x 6.8, $18.50; 
2 9.57: 3 \f 





288G12, 2.6 x 6.6, $22.25: 2.8 x 68. 


No. 857G. 2.6 x 6 6. $34.5 2.8 x 
$36.19; 2.10 x 6.8, $38.13; 3 x 7, $39.75 
No. 545G. x 6.6, $38.94; 2.8 x 


y F > 6 
$40.25: 2.10 x 6.8, $42.06; $x 7%, $43.44. 
Window Screens.—Comnetitive. No. 
2, $4.06 a doz. net: No. 3, $4.75 
Hummer, No. 1523, $3.94 a doz. net; 
No. 1833, $4.88; No. 2433, $5.13; No. 
2437, $5. ee? oe 2837, $6.38: No. 1833G, 
$4.50; N 433G, $5.25; No. 2437G, 


SCREEN DOOR HARDWARE. 


Catches. — Stanley line, No. 207J, 
$13.50 a gross net: No. 2103, $22.75; 
No. 219Z. $321.75; Superior, 95e. a doz.; 
Russell & Erwin line, from $3 to $13 a 
doz. net. 

Sets.—Arcade, No. 7, $2.25 a_ doz. 
sets net; Stanley, No. 11573. $28.70 
a gross sets, No. 1750J, $31.25: No. 
1750D2, $39.10. 

Hinges.—Lanson steel, $1.85 a pair 
net; Champion, double action. 3-in., 
No. 630, $34.50 a gross pair; dull brass 
finish, No. 78C, $7.20 a doz. pair: 
No. 28, $6.20; Sargent, No. 1165, $4.32 
a doz. pair: Arcade, No. 7, in less 
than half gross lots, $1.50 a doz.; in 
half gross lots, $15 ver gross pair; 
plated. $1.80 a doz. pair. Stanley, No. 
158J, $14.90 a gross: No. 151J, $18.75; 
Scoville, No. 3, $4.50 a doz.: double. 
No. 9, $8.30. 


SKATES. 

Roller Skates. — Winchester, boy's, 
$1.40 a pair net; girl’s, $1.45. Union 
line, No. 70c.; No. 3, 75c.;: No. 5, 
$1.40; No. ‘. $1.45: No. 10, $1170 Ghi- 
cago line, No. 181, boy’s, $2.65; No. 
181, girl's. $2.75. Barney & Berry. 
bov’s and girl’s, $1.25. Juvenile, $1.40. 

Straps. — Skate, with common 
buckles. 5 x 20 in., black ard rus- 
set, $1.70 per doz. pair net: 5% x 30 
in., $2.40. Patent leather, % x 20 in., 
_ and russet, $2.38; 5 x 30 in., 


wae 
d-a-way.— 90, $16 a doz. 


liste ‘No. 7 $18: No 99, $18; No. 100, 
$19: No. 150, $22: No. 200, $28: No. 
250, $32: No. 300, $42. Discount, 40 
per cent. 


SWEEPERS. 

Carpet.—Grand Rapids, ball bear- 
ing, japanned, $44 a doz. net: nickeled, 
$48; Standard, japanned, $42, nickeled, 
$46: American Queen, $54; Parlor 
Queen, $56. 

Toy Sweepers.— Per dozen, Little 
Helper, $2; Little Gem. $3.75; Little 
Jewel, $10; B. Junior, $16. 


WAX. 

Floor.—Staples, in 1 lb. cans, 1 to 
25 Ib., 41c. a Ib.: 50 Ib., 38c.:; 100 Ib., 
35c. Johnson, 2%4-oz. container, $3 a 
doz.: ™%-lb.. 34¢c. a can: 1 Ih., 57e.: 
4 Ib., $2. Old English. in 1 lb. con- 
tainers, less than 100 Ib., 75c. a Ib.; 
Butchers, 1 Ib. containers, 51c. each; 
2-Ib., $1.02; 4 1b., $1.92; 8 Ib., $3.84. 
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ss | EXTRUDED 


a 8200, 1% in. 





No.8500, 2 in. 

























3 r ° . : 7 , -~ L PA D L O C K 5 . es 8100, = 2 
with Pin-Tumbler Wie clensiom IN'5 SIZES 


Here Are The Salient Features 


1. Made from a solid piece of extruded brass. 


2. Cylinder block wedged and pinned into 
case, making one integral part. 


3%. Pin-tumbler Cylinder locking mechanism. 


4. Choice of Hardened Steel Cadmium Plated 
or Polished Brass Shackle. 


5. Extra Heavy Locking Bolt. 
6. Two Pin-Tumbler Nickel Bronze Keys. 
@. Four larger sizes can be Master-keyed. 


8. Attractive in Appearance, Sturdy in Con- 
struction. 


YALE HIGH QUALITY IN EXTRUDED METAL PADLOCKS 


No. 8100—1 _ in., suggested retail price, $1.85 ea. 
No. 8200—1% in., suggested retail price, $2.00 ea. 


No. 8300—1% in., suggested retail price, $2.50 ea. 
No. 8400—14% in., suggested retail price, $3.00 ea. 


No. 8500—2 in., suggested retail price, $3.50 ea. 
All of the above Padlocks can be furnished with Bronze Shackles at a slightly higher price. 


THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U. S. A. ¥ Canadian Branch at St. Catharines, Ontario 


YALE MARKED !S YALE MADE!' 
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AT F ANT A: Current Sales Are Above Year Ago 
No Important Price Changes Were Made 


(Atlanta office of HARDWARE AGE) 

ATLANTA, May 20.—Although business in this territory during the 
past several months on most lines has been considered somewhat be- 
low normal, hardware seems to be holding its own and jobbers re- 
port at this time that sales have run higher for this period than for 
the same period last year. Buying continues along very conserva- 
tive lines, however, but is expected to keep well up to a nice volume 
for the summer’s business. 

Weather conditions have been favorable during the past two weeks 
and much-needed rains have occurred throughout most sections. 
Prevailing dryness has made germination of seeds slow and in most 
sections impossible, but as a result of the dryness throughout April 
preparation of land and progress of planting were further advanced 
in May than for several years past. Rain during the past few days 
has come just in time to benefit young crops and they now have 
prospects of getting an excellent start. 

No important price changes are noted at this reporting. Items 
leading in sales at this time are ice cream freezers, lawn goods, han- 
dled hoes and fishing tackle. 

Collections are reported as being satisfactory. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. ATLANTA. 


BOLTS AND NUTS. 


Cut thread carriage and machine 


| Fishing pase, _ 1800, $24.00 doz. 
No. 2800, $9.00 d 
} White twisted entton fish line, 20 ft. 
bolts, 60 per cent off; rolled thread, hanks, No. 1, $1. Y — No. 4, $2.25 
60-10 per cent off; lag screws, 60 per | gro.; No. 10, ‘$3.7 75 
cent off; hot and cold pressed nuts, Eureka fish line, 5 “tt. pantie, No. 1, 

| 

| 

| 











50-10 per cent off; stove bolts, 75 per $1.50 gro.; No. 3, ’$2. 00 g 
cent off. Seine twine, No. 9, 2 - balls, 65c. 
2 per lb.; Nos. 18, 21, 24, 36, 4 oz., 60c. 
BUTTS. per Ib. 
Per Doz. | Trot line, No. 1, 1 Ib. balls, 50c. Ib.; 
5 ees Nos. 1, 2, 3, 4, 10-lb. tubes, 42c. per Ib. 
No. 804—L. P. steel, 2 x 2...... | on 
No. 804—L. P- steel, 2% x 2%. | FREEZERS. 
No. 804—L. P. steel, 3 x 3...... | Each 
No. 804—L. P. steel, 3% x 3%.. } ee 8 See oer $3.30 
No. 804—L. P. steel, 4 x 4. RE | 2 ee. BE BRS no v's vices ces 3.85 
No. 804—L. P. steel) 4% x 4%4-. 2 at. eet BARS... ..206006. 4.60 
No. 2410—Dull brass, 3 x 3...... 5. eee) ee ee 5.60 
No. 2410—Dull brass, 4 x 4...... 2 | eS OE eae 7.10 
8 qt Frost King SES echo os ta eae 
7 | 10 qt ost Serre 2.25 
CLOTHES LINE (WIRE). | 12 qt. Frost ine ie Radea betwee 13.75 
50 ft., $2.00 per doz.; 75 ft., $3.00 per Ce a ee 19.20 
doz.; 100 ft., $4.00 per doz. (Less Gisowunt- ois per dent.) 
a bk a ner a 
L NS. 2 at. ite Mountain 
CLOTHES PINS : 3 qt. White Mountain 
Common, 28c. gross; spring, 75c. 4 qt. White Mountain... 
gross. 6 qt. White Mountain... 
8 qt. — ——* ; 
y 10 qt. te ountain ; 
COTTON COLLARS. 12 qt. White Mountain......... 21.55 
Per Doz. (Less discount—50 per cent. ) 
Lankford collars ............... $10.00 1 qt. Arctic $4.00 
Lankford Jr. collars 2 qt. Arctic . 4.60 
ee ee 3 qt. Arctic . 5.55 
i ee ee 4 qt. Arctic . 6.80 
: qt. = . its 
a's qt. Arctic . ; 
FLY SWATTERS. 10 at. Arctic iy: 14.80 
Kantmiss, 75c. per doz. 12 qt. Arct . 16.65 
(Less discount—56 per. cent. ) 
FORKS. GALVANIZED WARE. 
: Per Doz. No. A tubs, $4.00 per doz.; No. 0, 
4 tine manure forks ......... $10.80 $5.20 per doz.; No. 2, $7.20 per doz.; 
5 tine manure forks ......... 12.50 No. 3, $8.40 per doz. 
6 tine manure forks ......... 14.65 8 quart galvanized pails, $1.98 per 
10 tine seed forks ............ 25.95 doz.; 10 quart, $2.24 per doz.; 12 
12 tine seed forks ..........+. 30.25 quart, $2.46 per doz.; 14 quart, $2.76 
ae ; 16 — $3. “v4 7 doz. , 
C 1 quart galvanize re os 
FISHING TACKLE a bottom stenciled, $4.50; 12 
No. 1 to 12 Kirby fish hook, $1.20 » $4. per doz. 
per thousand. No. 1 to 12 Carlisle gal. garbage cans, $6.35; 7 gal., 
fish hook, $1.50 per thousand. $8755 10 gal., $9.25 per doz. 
a BB Orn enue Se pe a =~ doz. DEN 8 
oxes; 7 plit shot sinkers, 40c. per GARDE ETS. 
doz. boxes; 5B Split shot sinkers, 60c. . . 
per doz. boxes, P ain . No. 711 Victor, $4.50 per doz. 
Steel True Temper shing rods, 
No. BEG, 3 ft., $3.67 each: 3% ft.. | GRASS HOOKS. 
$3.67 each; 4 ft., $4.44 each. Steel Per Doz. 
Oxford Temper Fishing rods, No. 0 Atkins Perfection Grass Hooks “i -” 





BEG, 3 ft., $2.57 each. No. 1 Kelly Grass Hooks....... 


| 


| 
| 











No. 4 Perfect Grass Hook...... 6.00 
No. 5 Kelly Grass Hook........ 9.00 
HANDLES. 


No. 1, 5 ft. goose neck hoe handles, 
$2.00 per doz., No. 1, 5 ft. goose neck 
= handles with ferrules, $2.40 per 

OZ. 

No. 1 D spade shovel and scoop, 
with steel D4, $4.00 doz.; No. 1 D cot- 
ton seed fork with steel D cap strap 
and ferrule, $6.50 doz.; No. 1 D spad- 
ing fork handle with steel D cap 
strap and ferrules, $6.00 doz.; No. 1, 
41 ft., bent-shovel handles, $4.00 per 
doz.; No. 1, 4% ft., bent spade han- 
dles, $3.50 per doz.; No. 1, 4% ft., 
plain manure fork handles, $2.50 per 
doz.; No. 1, 4% ft., with cap strap 
and ferrule, $4.00 per doz.; No. 1, 
6 ft., rake handles, $3.00 per doz. 


HARDWARE CLOTH. 


Lineal 
In. Ft. = Per Roll 
2x2 24 7.25 
2x2 30 9.05 
2x2 36 85 
3x3 24 .90 
3x3 30 .85 
3x3 36 52 
4x4 24 .60 
4x4 30 By 53 
4x4 3 80 
6x6 24 : bs 18 
6x6 30 ~ -. Se 
6x6 36 15.06 





LAWN GOODS. 


Garden Hose.—% in. 6 ply 50 ft. 
sections, Good Luck with connections, 
10c. ft.; % in. 6 ply 25 ft. sections, 
Good Luck with connections, 10%c. 
t.; 5 in. 6 ply 50 ft. sections, Leader 
with connections, 8c. ft.; 5% in. 6 ply 
25 ft. sections, Leader with connec- 
tions, 8%c. ft. Nelson’s Hose Mend- 
ers, 35c. doz. 

Hose Coupling.—™% in., % in., % 
in. Common, $1.25 doz.; Nelson P. C. 
Hose Couplings, ™% in., ®% in. and 
% in., $2.00 doz. 

; Hose Washers.—1 lb. cartons, 50c. 
b. 

Hose Clamps.— % in. galvanized 
hose clamps, 35c. doz.; & in. galvan- 
ized hose clamps, 40c. doz. 

Lawn Mowers.—No. 200, 14 in., 4 
blade ball bearing Stearns, $6.50 each; 
No. 200, 16 in., 4 blade ball bearing 
Stearns, $6.75 each; No. 200, 18 in., 
4 blade ball bearing Stearns, $7.00 
each; No. 35, 16 in., 5 blade roller 
bearing Stearns, $12.00 each; No. 35, 
18 in., 5 blade’roller bearing Stearns, 
$12.50 each; No. 35, 20 in., 5 blade 
roller bearing Stearns, $13.00 each. 

Sprinklers.—Rain King Sprinklers, 
$2.25 each; Giant Rain King Sprink- 
lers, $6.67 each. 

Shears. — Grass shears, $9.00 per 
doz.; 8 in. hedge shears, $1.50 each; 
9 in. hedge shears, $1.75 each. 

Doo-Klip Products.—Doo-Klip grass 
shears, $10.80 per doz.; Doo-Klip long 
handled grass shears, $18.00 per doz.; 
Doo-Klip pruners, $10.80 per doz. 


SKATES, ROLLER. 


Chicago roller skate line, No. 181, 
$2.65; No. 1838, $2.75; No. 185, $2.75; 
No. 101, $1.35; No. 103 and 105, $1.40. 

“ns 5, Union roller skates, $1.75; 

6, $1.75; No. 4, $1.65; No. 130, 
ay 00; No. 130 L, $2.15. 

Skate keys, 30. per doz.; extra 
wheels, 10c. extra. 

Winchester—Boys, No. 3831—Girls, 
No. 3832, $1.35; No. W1G, $1.40. 


STEPLADDERS. 
Feet 





10 
WATERING POTS. 


4 qt. Galvanized 
6 qt. Galvanized ... 
9 qt. Galvanized . 
10 qt. Galvanized . 
12 qt. Galvanized . 
16 qt. Galvanized 





























New flatness— 
New lustre— 
in window glass 


OOK at a sheet of Pennver- 
L non—glance along its shin- 
ing surface—you’ll see that 
something really new has hap- 
pened in glass making. A new 
flatness— without all the old- 
time waves andwrinkles. A new, 
lustrous finish— almost mirror- 
like in brilliance. A new uni- 
formity of thickness—and both 
surfaces alike—no “right” or 
“wrong” side. 


It’s all because Pennvernon in 
the making is kept perpendic- 
ularly flat every inch of the way 
from molten metal to finished 
sheet. And yet—this new, flat- 
ter, brighter glass costs no more 
than ordinary glass! 


Pennvernon is ready for your 
inspection, and for prompt de- 
liveries, in every leading city— 
at warehouses of the Pittsburgh 
Plate Glass Company. Write for 
the New Booklet showing how 
this new glass is made. Pitts- 
burgh Plate Glass Company, 
Pittsburgh, Pa. 





The window cleaner has 

YOUR angle on glass! 

He looks at it— as well 
as through it 


Oe OR sega 4 





Pennuernon 


flat drawn 


WINDOW GLASS 
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New Uses 
For Dazey Chuins 
bring new sales 


opportunities fo JSobbers * Dealers 


Theyre Wonderful for 


MIXING PAINT, LACQUER 
PASTE € CHEMICALS eee 


Thousands of Dazey churns are now in 

use by painters, paper-hangers, chem- 

ists, manufacturers of patent medicines, 

beauty lotions and preparations of all 

kinds that re quire emulsifying. You 

can recommend them as the best mix- 
ers of liquids on the market. 


PUT DAZEY CHURNS ON DISPLAY | | 
IN YOUR PAINT DEPARTMENT | 














Order from Your Jobber 
Dazey Churn & Manufacturing Co. & 














Saint Louis, Mo. : 





For whom did Daddy 


buy the electric train? 


Right now it looks like a 50-50 proposition. 
Dad is just about as interested as Junior. Men 
never quite lose the romantic touch that a 
well constructed toy gives—even a gray- 
haired woman looks with interest at a doll. 


But the Kids Themselves 


Are Your Best Salesmen 


Give your toy line prominence, both in the 
store and in the windows. Make TOYS a 
source of profit throughout the year. 





KEEP TOYS CONSTANTLY ON DISPLAY 
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This Country Was Built 
Up by Small Companies 


(Continued from page 36) 


should, Mr. Customer gets it. It is 
like the people who complain about 
the high Panama Canal tolls ; if the 
Panama Canal tolls were reduced 
the man in Los Angeles or Portland, 
Ore., would get the benefit of the 
reduction and the taxpayers else- 
where would pay for it. 


High Tariff Invites Reprisals 


There is one other matter that I 
want to refer to, and that is the 
question of tariff. The iron and 
steel industry asked for nothing and 
got nothing. But the gentlemen 
in Washington have been in session 
for several months now, and there 
has been much in the newspapers 
about what the steel industry wanted 
and what it did not want, etc., and of 
course we have never said anything 
about it, because we knew in the last 
analysis that we had not made any 
demands for anything and we did 
not get anything. 

I do not believe that there is any 
country on the face of the globe 
today that can compete against the 
United States in any market except 
where there is an arbitrary tariff, 
a tariff intended to keep everybody 
out. In Australia they have placed 
an absolute embargo today on the 
importation of certain things. 
Australia is supposed to be a British 
colony, and yet they bar British 
goods as well as American goods. 
Why? Because they are heavily in 
debt, and they say, “We are going 
to make our own goods and emerge 
from this economic situation that 
we are in.” 

Canada has been waiting for four 
or five months to bring out a budget. 
The Canadians found out that there 
was going to be a duty on shingles 
and a duty on lumber—a bagatelle 
—in the American tariff, and they 
slap a duty on iron and steel. British 
Columbia has 90 per cent of its capi- 
tal invested by Americans. And 
yet the Senate and the House have 
spent days and weeks figuring out 
how much duty they ought to put 
on a bundle of shingles and on a 
thousand feet of board lumber. 
What happens? Reprisals. A closed 
market. 

*President, United States Steel Corporation. Ab- 


stract of address before American Iron and Steel 
Institute, May 9. 
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Invents Screen Wire Servicer 


Henry S. Bobo, Bobo Hardware, Greenfield, Ohio, a 
member of the Ohio Hardware Ass'n, has recently in- 
vented a machine known as the Screen Wire Servicer. It 
is built for the storage and merchandising of screen wire. 

Included in the equipment of this servicing appliance is 
a measuring device which grips, cuts and rewinds any num- 
ber of sheets into a single roll. It is then ready for the 
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Front and rear view of servicer 


Eighteen 


customer to carry in the form of a neat package. 
desired 


rolls of wire are held in this machine and any 
quantity of screening may be taken from any one of the 
rolls, without disturbing other rolls, or removing the roll 
from which cloth is being taken. 

The Servicer is mounted on casters, making it available 
for use in any part of a store. In the assortment Mr. Bobo 
uses with this machine there are included 7 rolls, 24 to 36 
black, 7 rolls, 24 to 36 galvanized, and 4 rolls, 24 to 30 
copper. The inventor, who has applied for patents on the 
machine, says that the device will stock most of the sizes 
of screen wire sold and that it will be offered at a price 
within reach of all dealers. 


Revenue Freight Loadings Gain for Week, but 
Decline for Year 

Loading of revenue freight for the week ended on May 3 
totaled 942,899 cars, according to the car service division of the 
American Railway Association. 

This was an increase of 35,725 cars above the preceding week, 
but a reduction of 109,036 cars below the same week in 1929. 
It also was a reduction of 35,154 cars under the same week in 
1928. 


Contract Construction Gains Over Previous 
Two Years 


Despite a decrease in gross dollar value for all building, evi- 


dence that the volume of legitimate contract construction is now | 


greater than at the same time in either 1928 or 1929 was revealed 
in a statistical study made public by the Associated General Con- 
tractors. of America. 

The study also shows that a new all-time high record was es- 
tablished in to total award of surface payment contracts during 
the first three months of the year. The total of these awards 
increased 63 per cent over that of the first quarter of 1929, the 
study indicates. 

Bearing out its earlier predictions that there is to be an ex- 
ceptionally large volume of engineering construction this year, 
the association’s analysis discloses that long-term State and mu- 
nicipal bond issues for the first quarter ran well in advance of 
the same period last year, totaling $106,000,000 for March and 
averaging $96,700,000 monthly, as compared with $88,200,000 
during the first quarter of the previous year. 
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This is Sunkist Jr. Three 
oranges give as much juice 
four. It's fast! Elec- 
tricity does all the work. 
Only two parts to clean—in 
a jiffy—right under a faucet. 


as 


Sales Waiting 
for You 


HAT Sunkist advertising has done for 
orange sales—it is now doing for Sunkist 
Juniors. 

Already dealer sales are over $750,000. 

Put one in your window and one in your 
showroom — with’ our beautiful, free display 
cards. Then sce how they sell. 

The name “Sunkist” on it guarantees lasting 
satisfaction for your customers—and good-will 
for you and for us. Only $1495, retail, because 
this division of our business is operated at 
“cost.” Phone an order to your jobber now; 
or mail the coupon. 


Sunkist Jr. 


Fruit Juice Extractor 








Pn nnn nnn nnn nn nee === --, 
: - . Without obligation, please send 1 
j California me full information about your cost { 
' Fruit Growers price offer on the (electric) Sunkist : 
Exchange Junior Extractor. ! 
: LS 1 (ee Re : 
1 Div. ZeJr.- 05 ! 
: Po et i a C11, : 
1 Chicago, Il. . 1 
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WELCOMES ARTICLES BY 
E. B. GALLAHER 
SEWICKLEY, Pa.—HArpwWaAre AGE is 
to be congratulated upon securing Mr. 
I. B. Gallaher as a contributor to its 


| columns. 


Mr. Gallaher is one of the best 


| friends of the independent retailer, and 


especially the hardware retailer. He 
has done a great work with his Clover 


Business Service and is rendering 


| valuable aid to those who receive it. 


I have received the Clover Service 
since its inception, read it faithfully, 


| and use it constantly in our business. 


It has been a very valuable aid in 
Association work. 
Mr. Gallaher treats matters without 


gloves, calls a spade a spade, and 


| writes and talks in a he-man style. 


He does not deal in platitudes or over 


| wrought enthusiasm, he gives the facts 


as he sees them, and he is generally 


| right. 


a hammer for every 


} 


man inevery trade —_ 


more than 30 differ- 
ent styles in a wide 


range of weights 


So I shall anticipate his “swift kick 
in the pants” every month, and I hope 
Mr. Gallaher will put plenty of power 
behind them. 

FRANK A, HEGNER. 


STEERING THROUGH THE 
LEGAL FOG 
INDIANAPOLIs, INp.—You are to be 


congratulated upon being able to pub- 
lish the article “Steering Through the 


Legal Fog,” by Saunders Norvell, 
| which I have read with intense in- 
terest. I have written to Mr. Norvell, 


make it possible to. 


fill any request. 


More than 87 years of honest American 
quality have built up a demand for May- 
dole Hammers that is of real value to 


congratulating him upon this splendid 
work, 

Would you grant us permission to 
reprint this article in the shape of a 
brochure of a size to be used in an 


‘ordinary small envelope for circula- 


tion among our dealers? Credit, of 


| course, will be given to your splendid 


you. Don’t let your stock get low, your | 


jobber can supply you with the styles 
and weights you need. 


Write for free supply of Pocket 
Handbooks 23 “Cc” 


Waydole 
Hammers 


The David Maydole Hammer Co..Norwich NY 

















3622 





| 


| 


paper. 
(Signed) MARTINDALE, 
President, 


Van Camp Hardware & Iron Co. 


Joun_ T. 


TWEEDLEDUM AND 
TWEEDLEDEE 
Epitor’s Note: Mr. George K. 
Goodwin, William Rose and Bros., 
Sharon Hill, Pa., is a keen observer 
as well as a manufacturer. In a letter 


| to HARDWARE AGE recently he said: 


“The attached account of a true in- 


| cident may plug a crack in one of your 


interesting columns, not vet full.” 
While the account referred to deals 


IN THE WEEK'S MAIL 


with traveling salesmen, the moral it 
contains is applicable in all lines of 
business. Here it is: 

Two travelling men arrived in a 
small town and found that local mer- 
chants had voted Easter Monday a 
holiday. 

Tweedledee felt that it was too bad 
to lose a day. The local hotel lobby 
was not luxurious and hanging around 
the station made him blue. He is a 
conscientious worker and de- 
pressed by having to waste the time. 

Tweedledum hunted up four me- 
chanics, one secretary of a local union, 
gathered a practical hint for the pro- 
duction department and distributed 
advertising material. 

He noted that one closed hardware 
store appeared to be suffering for bet- 
ter display material and had an inter- 
esting interview with the manager of 
another who was giving his windows 
the once over from his automobile. 
He was honor bound not to open up 
but glad to take a good new catalog 
home with him. 

Tweedledum was just in time for 
the next train, having enjoyed his 
morning. 


Was 


Gro. K. Goopwin, 
Wm. Rose & Bros., 
Sharon Hill, Pa. 


A LIBERAL EDUCATION 

Syracuse, N. Y.—Ever since my 
early Remington Cash Register days, 
[ look forward eagerly each week to 
receiving my copy of HARDWARE AGE. 
I think it is one of the best manuals 
of salesmanship published in America 
today. 

Personally, I get a liberal merchan- 
dising education through absorbing its 
contents, and particularly your splen- 
did articles. In doing this I have been 
helped much in doing better the job 
I have of educating and training the 
three hundred odd salesmen, connected 
with our twenty-one laundry plants, 
over the past two years. 

Your article SELLING BUYERS 
or SELLING GOODS, in the April 
24 issue, was particularly inspiring. 
It is real “meat’’ for salesmen in all 
lines of business; hardware, cash 
registers, laundry, or what not. I am 
sure it would be quite beneficial to all 
of your readers if you would write 
an additional article, or possibly two 
or three, dealing further with this im- 
portant subject. I know I, for one, 
would be quite thankful to you. 

Jas. L. LEEN. 
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Pecora Patching Plaster | 


Pecora Paint Co., 3rd St. and Sedgley | 
Ave., Philadelphia, Pa., is offering a new | 
item known as Pecora Perfect Patching | 
Plaster. For advertising this product the | 
organization has had this attractive coun- | 
ter card made for distribution to dealers. | 

This product is used for repairing and | 
pointing up plaster walls. It will trowel | 
down to a finish that will duplicate the | 








| 
| 

















surrounding wall in texture and color, with- 
out the use of sizing, says the maker. The 
statement is made that it will not shrink 
and that no burning or discoloration will 
result from its use. For one hour the 
product will remain plastic in a vessel. 

The plaster is pure white and is mixed 
with cold water. It is applied with a 
trowel or putty knife, and the wall should 
be moistened thoroughly before plaster is 
applied. This prevents the clash of a wet 
plaster and a dry absorbent wall. 


Almo Color Pail with Lip 


| quarts and the diameter is 8% in. A cer- 
| tain amount of elasticity is retained by 


| not indurated, which allows the fiber to 


| proof sash pulley, designed for use on of- 
| fice buildings, schools, hospitals and apart- 





Almo Trading & Importing Co., Inc., 61 | 
E. 11th St., New York City, produces a 


mache trays for industrial, institutional, 
These items 


line of indurated fiber ware and papier | 
| 
| 


hotel, home and office use. 





are made from pine-wood pulp, says the 
maker. They are furnished with acid-proof 
interior, copper rivets and copper ears and 
galvanized iron foot as bottom protection. 


| cago, Ill. 


The illustrated pail is specially adapted 
for carpet factories and silk dyeing houses. 
It is 10% in. deep, has a capacity of 8 


these pails, allowing them to withstand 
knocks and rough usage. The center is 


retain the necessary resiliency, and pre- 
vents it from becoming too brittle. 


Jam Proof Sash Pulley 


The Stanley Works, New Britain, Conn., 
announces a new size of the Dillon jam- 


ment houses. This 2%-in. sash pulley has 
all of the features of the original Dillon 





jam-proof sash pulley. It is jam-proof, 
fully inclosed, noiseless in operation and 
of rugged construction says the maker. 
This new pulley is equipped with ball 
bearings. It is regularly given a standard 
finish over a cadmium base to prevent rust- 


Just imagine the differ- 
ence in number of tack 
sales and profit per sale 
when your tacks stand 
on a counter or table in 
this attractive, colorful 
display box. And Baka- 
tax are rust resisting, san- 
itary, attractively blued, 
Your request, with job- 
ber’s name, will bring 


samples of Bakatax. 
Geo. Baker & Sons, Inc., 
Brockton, Mass. 


send for 
FREE 
SAMPLE 











ing or tarnishing. Wrought bronze or | 
brass pulleys are available in this model. | 
| 


Advance Window Washer 


An unusual window washing device, 
known as the Advance window washer, 
is manufactured by Advance Metal Spe- 








cialties Mfg. Co., 609 W. Lake St., Chi- 


This window washer is a combination 
device, consisting of felt cleaner, rubber 


drier and a self-feeding water container. | 


Aubber Orier., 





Weter Container 


(7? any woodsn rod 
40 Con/ainers 





| 
| 
| 
| 
| 
} 


| It may be used to advantage by the store- | 


| keeper, the housewife and the auto owner. 
There are two sizes offered, the 6-in. type 
and the 10-in. model. 

With this cleaner the user does not have 
the bother of handling pails of water. 





DON'T 
FORGET 


to reserve space in 
the RETAIL CON- 
VENTION NUM- 
BER of HARD- 
WARE AGE, pub- 
lished JULY 3 


Your early space 
reservation Is cor- 


dially invited 


rates ob 


Current 


tainable. 




















56 HARDWARE AGE for MAY 22, 1930 











written in Flake Graphite 
for more than 100 years 


This is the identifying mark of 
Dixon’s Graphite. The combina- 
tion, Dixon’s and Graphite, have 
been synonymous all over the world 
for more than 100 years. 


And, another word that is closely 
linked with these two is—lubrica- 
tion. These three are inseparably 
linked in the minds of thousands of 
mechanics, maintenance men, and 
engineers, for unquestionably 
Dixon’s Flake Graphite has its place 
in every well planned scheme of 
lubrication, and as an auxiliary 
lubricant with oils and greases it is 
generally recognized as benefiting 
the base lubricant. 


If you have never had the how, 
where, and why of Dixon’s Flake 
Graphite lubrication explained to 
you, write for it today. Or, better 
still, send us an outline of your 
lubricant sales problems and we'll 
tell you how Dixon’s can help you. 


Joseph Dixon Crucible Company 


Jersey City OX New Jersey 
Established 1827 
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Team Work in Distribution Theme 
of St. Louis Congress 
(Continued from page 35) 


The old section, adjoining the river, is still interesting, 
and lives in literature as the “French Quarter” in Charles 
Dickens’ ‘““American Notes.” Records of the early his- 
tory of this section of the country are preserved in the 
Jefferson Memorial, where may be seen, also, relics of 
the Mound: Builders of the prehistoric age, curios of 
Indian tribes who traded with the founders of St. Louis, 
original manuscripts of French and Spanish days in Mis- 
souri, relics of pioneers and of tHe Revolutionary, Mexi- 





Famous cageless bear pits of St. Louis are artificial rocky dens 

providing cool retreats for the animals and safety to visitors. 

The moat running between the bears and the public walk has 
walls too straight to permit escape. 


can and Spanish-American and World Wars, court deci- 
sions of great importance in the early days, and the 
country’s third largest collection of Jefferson manuscripts 
as well as a large portion of the manuscripts of the 
famous Hamilton-Burr controversy. 

Manuscript records of the Lewis and Clarke Expedi- 
tion may be seen, too, including the-letter of credit given 
them, the only one ever given by a President of the 
United States to individuals and carrying the credit of 
the United States Treasury for expenditures of the 
expedition. 

Of supreme contemporary interest among the Jeffer- 
son Memorial exhibits is the Lindbergh collection, in- 
cluding gifts, medals, trophies and souvenirs of foreign 
countries and thousands of sources commemorating the 
New York-to-Paris flight and the friendship tour of 
Mexico, Central and South America by Colonel Lind- 
bergh in his plane, ‘Spirit of St. Louis.’ This collection 
occupies one entire wing of the building. 

The old courthouse, standing at the corner of Broad- 
way and Market Street, is a century-old historic spot 
from whose door slaves were auctioned in antebellum 
days, along with other personal property. The stone auc- 
tion block may still be seen, also the prison cells in the 
basement, and the courtroom in which Dred Scott's 
famous case for freedom was begun. 

Its grounds formerly contained a whipping-post, used 
in dispensing justice, and a granite boulder still marks 
the starting point of the old Boone Lick Trail, over 
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which traveled the pioneers to the West. The old court- 
house was among the landmarks mentioned in Winston 
Churchill’s novel “The Crisis.” 

In the days preceding the Civil War, Ulysses S. 
Grant was a farmer near St. Louis and sold wood in 
the city. The cabin in which he lived, built of logs by 
Grant with his own hands, is still preserved and can be 
seen by visitors. It stands today about a mile and a half 
from its original site, near the entrance to the country 
place of a wealthy St. Louisan, which is called Grant 
Farm. The cabin was moved log by log and exhibited 
at St. Louis World’s Fair, and with the same care was 
replaced in its present location. Surrounding it is a 
fence built of rifle barrels collected from battlefields of 
the Civil War. 

Located near the city and easily accessible to visitors 
is the huge $2,000,000 Municipal Airport. It is one of 
the best and most completely equipped landing fields in 
the country. This airport was made famous as the 
starting point of Colonel Lindbergh’s epic flight. It was 
while he was a pilot for the St. Louis Air Mail Service 
flying from this field that he conceived the idea of flying 
across the Atlantic, and made plans here for the flight. 

Among the interesting modern building is the new 
Civil Court House recently completed at a cost of sev- 
eral million dollars. It is the tallest building in St. 
Louis and a fine example of modern architecture. The 
3ell Telephone Building is a new 31-story building, a 
monumental structure of modern set-back construction. 
The Railway Exchange Building occupies an entire city 
block in the heart of the city, and is noted for the large 
area of floor space that it contains. 

An attraction of which St. Louis is justly proud is 
Shaw’s Garden. Founded in 1860 by Henry Shaw, a St. 
Louis philanthropist, it ranks second only to the famous 
Kew Gardens of England. It contains the largest col- 
lection of plant life in the western hemisphere, and is 
famous the world over for its wealth of botanical species 
and its beautiful floral displays. 

Forest Park, with its 1400 acres, is one of the largest 
and most beautiful city parks in America. It contains 
a number of picnic grounds, tennis courts, baseball dia- 
monds, soccer fields, a parade ground and three golf 
links. In this huge park is the Municipal Open-Air 
Theatre, the Art Museum, the Jefferson Memorial, the 
new Field House and several other public buildings. 
There are lagoons for canoeing, miles of soft bridle paths 
for horseback riding, log serpentine roads for motoring, 
and hundreds of acres of velvety greensward. 

Located in Forest Park is the Zoo, one of the sights 
of St. Louis. This huge educational and interesting fea- 
ture has been developed into one of the chief zoological 
gardens of America. Experts concerned with the cap- 
tivity of wild animals have come to St. Louis from all 
parts of the world to study the ideal methods used here, 
and particularly to examine the unusual arrangements 
by which the animal dens and paddocks have been trans- 
formed into near to nature haunts. 

The Zoo contains more than 1550 living creatures, in- 
cluding mammals, birds, fish, reptiles and amphibians, 
which have been collected from all parts of the globe. 

The cageless bear pits, which have attracted the notice 
of zoological experts from all over the world, are arti- 
ficial rocky dens with earth-filled fissures from which 
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No. BB 220 


GRIFFIN 


—=- Ball Bearing = 


BUT T HINGE 


Combines all the essential require- 


ments of a practical Ball Bear- 
ing Hinge. Designed to provide 
lasting service, wear and 
strength to match the beauty and 
harmony of the modern building. 


Gi eantan IN ALL sues xO 
Ot ine HARDWARE FINISHES )] 


GRIFFIN 


nufacturing Chmpany 


ERIE, PENNSYLVANIA 
MANUFACTURERS 


Branch Offices:- 
NEW YORK: 45 Warren ST. BOSTON: 76 BATTERYMARCH 
CHICAGO: 555 W. RANDCLPH ST. SAN FRANCISCO: 703 Market Sr. 
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Tell your Customers 


“The Allith Ten-Eighty 


is easier to install” 


they'll appreciate this 
labor saving feature 






Simplified construction, care- 
ful workmanship, complete, 
“ready to install’? equipment 
mean less erection time, 
more satisfied customers, more 
REPEAT SALES. 


ge 


\j/ 
Lr] | 


And tell them ...... 


‘THAT Allith “Ten-Eighty” is designed in keeping with 
the finest garages at a price the small owner can afford. 
THAT the outside appearance is matched by inside 
dependability and quality. THAT the hangar and 
frame are of “Certified Malleable’ and the brackets 
supporting the track are built to carry extra heavy doors. 
THAT the roller bearing wheels, ball bearing swivels, 
and vertical side rollers reduce wear to a minimum 
and insure long life. THAT “Ten-Eighty” is made 


for all standard openings. 


Allith 


Allith - Prouty Company 
DANVILLE, ILLINOIS 


Manufacturers of: 
Garage Door Hardware Spring Hinges 
Fire Door Hardware Overhead Carriers 
Rolling Ladders Door Hangers 
Airport Door Hardware Malleable Iron Washers 
Industrial Door Hardware Stadium Seat Brackets 
Certified Malleable Iron Castings 









native shrubbery and evergreens grow. They are exact 
concrete reproductions of limestone bluffs along the Mis- 
sissippi River, from which detailed photographs and 
plaster casts were specially made as models. Dim caves 
serve as cool retreats for the bears, and rugged paths 
permit them to scale the rocks for a certain distance 
toward the overhanging crests. 

The famous St. Louis Municipal Theatre in Forest 
Park is the largest municipally owned theatre in the 
world, rivaling in extent and bold conception the stately 
outdoor temples of ancient. Greece. With new orna- 
mentations and improvements being added each year, 
this playhouse has gradually been developed into the 
permanent concrete auditorium which it is today, with 
tier upon tier of seats accommodating 10,000 persons. 
Some idea of the popularity of this theatre is obtained 
from the fact that on many occasions every seat is occu- 
pied, and several thousand people, in addition view the 
performance from the long pergolas in the rear. 

The St. Louis Arrangements Committee, headed by 
George A. C. Woolley, Jr., general chairman; H. W. 
Geller, chairman Reception Committee; O. William 
Polster, chairman Entertainment Committee; C. D. 
Smiley, chairman Finance Committee; F. X. Becherer, 
chairman Hotel Committee, and W. L. Hall, chairman 
Transportation Committee, have prepared a tentative pro- 
gram which we believe will meet with the enthusiastic 
approval of all who attend the 31st annual congress of 
the National Retail Hardware Association. 

On Monday evening there will be a reception for 
everyone. 

On Tuesday afternoon there will be a bridge luncheon 
In the evening there will be a trip to the 
This will include both ladies and 


for the ladies. 
Municipal Opera. 
gentlemen. 

Wednesday afternoon will be open. Wednesday eve- 
ning there will be a dinner dance at Bellerive Country 
Club. 

On Thursday afternoon there-will be a theatre party 
and shopping trip for the ladies and on Friday there will 
be a sightseeing tour of the entire city for all those who 
are present. 





The Voice of the Soul 

If you teach a man to keep his eyes upon what others 
think of him, unthinkingly to lead the life and hold the 
principles of the majority of his contemporaries, you 
must discredit in his eyes the authoritative voice of his 
own soul. He may be a docile citizen; he will never be 
aman. It is ours, on the other hand, to disregard this 
Babel and chattering of other men better and worse 
than we are, and to walk straight before us by what 
light we have. They may be right ; but so, before heaven, 
are we. They may know; but we know also, and by that 
There is such a thing 


knowledge we must stand or fall. 
as loyalty to a man’s own better self ; and from those who 
have not that, God help me, how am [ to look for 
loyalty to others ?—Robert Louis Stevenson. 
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Step Up To Specials at the 


Interior Window 


By EUGENE J. BROWM 
The Browm Co., Warren, Ohio 


FTER experimenting with several methods of 
A most effectively displaying specials, we built the 
step arrangement and christened it progressively 

“Step Up to Bargains.” 

Our Bargain Steps are directed at you—the customer. 
They are for you. For your convenience. To save you 
money. To present to you, our customer, the newest 
merchandise at special prices. However, you, the cus- 
tomer, will also be interested in our “stickers and white 
elephants.” Perhaps we can also call them “buying mis- 
takes”—these occupants of some of the steps on our 
“Step Up to Bargains.” 

Therefore, on these steps we combine “stickers” and 
new merchandise at special prices. New merchandise 
must be shown to give the “steps” an up-to-the-minute 
appeal. Old merchandise is cut to cost or below cost. 
If it doesn’t move at one price, it is cut down to half 
There are no alibis for stickers— 


“ec 


or one-third its cost. 
they must move out. 

The success of our “Bargain Steps” is built around 
some of the following factors. Some merchants will 
probably eliminate certain factors or disagree with their 
importance, and others will add to suit their own par- 
ticular store. We have found the following to be worth 
while for our own conditions. 

First, Position—These steps are exactly in front of 
our entrance door. You step into the store. Right in 
front of your eyes—four steps ahead, you must actually 
go around it to get by—stands four steps of bargains. 
These steps mass a bargain display where you can touch 
and feel the merchandise. You can’t enter our store 
unless you see it. The position is, therefore, excellent. 

Second, Merchandise—No single line of merchandise 
monopolizes these “Bargain Steps.” You will find on 
them a towline for your car—a French frying outfit for 
your kitchen—a curling iron for the daughter—a scout | 
axe for the son. It is an extremely varied line that 
almost embodies a miniature department store. We feel 











(Continued on page 62) | 


Toy Assortment 


The Right Grouping for 
The Best Interest of Children 











New items, new combinations and new assort- 
ments are what the dealers need to draw 
the attention of the children. The Arcade 
Toy Assortment No. 344, contains four 
of the neatest, most accurately made 
little miniatures on the market. 
These toys are hard to break. 
They are the kind that children 
keep indefinitely and love al- 
ways. On each toy may be 
found the trade mark of 
quality—cast iron toys 
that are known so 
widely throughout 
the country. 
































Children’s 
Day 
June 2I* 


Have your windows dressed with a Circus Pa- 

rade of Arcade Toys for Children’s Day on June 

21st. The Arcade Manufacturing Company is 

in a position to furnish you with such illustrated 

display suggestions. Write for them now!!! 
CAST 


ARCADE «:: TAYS 


“‘They Look Real’’ 


Areade Manufacturing Co. 
Freeport, Illinois _ 


REPRESENTATIVES: 
Dallas J. T. Rowntree, Ine. 


BRANCH OFFICES: 
New York, 








200 Fifth Avenue D. D. Otstott,. San Francisco Portland 
Chicago, Inc. Los Angeles Seattle 
' 553 W. Randolph St. Santa Fe Bldg., Salt Lake City Denver 
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every Type and Size 





Reed and 
Prinee 
Produets 
ineludes 


Wood Screws 
Machine Screws 
Cap Screws 

Set Screws 
Stove Bolts 
Sink Bolts 
Hanger Bolts 
Machine Screw Nuts 
Stove Bolt Nuts 
Chair Rods 
Stove Rods 
Seat Rods 
Specialties 


Available in any fin- 
ish — nickel, blued, 
copper, bronze, brass, 
galvanized, plain, 
polished, cadmium, 
chromium. 


REED & PRINCE MFG.CO. 
WORCESTER, MASS..U.S.A. 


WESTERN BRANCH at CHICAGO - 3635 IRON STREET 








Reed & Prince Screw 
Products can be depend- 
ed upon for unvarying 
uniformity in strength, 
finish and dimensions. 
Every Screw, Nut and 
Bolt meets the highest 
standards of quality and 
accuracy. 

For GOOD WORK use 
dependable Reed & 
Prince Products. Your 
largest requirements can 
be handled promptly. 
May we submit samples 
and prices. 

















Geneva Hardware Co. Recommends 
“Modernize and Advertise” 
for Success 


The Geneva Hardware Co., through special sales, ad- 


| vertising in local newspapers, effective interior and win- 
| dow displays, plus the intelligent use of modern display 





, ; : 
readily found—“modernize and advertise.” 


| fixtures, has built up within a comparatively short time 


a thriving retail business that is on a 70 per cent cash 
basis. 

In July, 1928, E. D. Pelton and his son, F. S. Pelton, 
purchased the business. Following a careful survey of 
stock and an analysis of the trading area, the question 
fronting the hardware men was, “What is to be done 
for the future of the business?” The answer was 
Prior to the 
Peltons assuming control of the business, a most fa- 


| vorable background and reputation has been established 








by previous owners, but the store itself had not been re- 
modeled to meet new conditions in the buying and sell- 
ing of hardware. 

Store engineers from W. C. Heller & Co., Montpelier, 
Ohio, were called in to supervise the planning and in- 
staling of new selling equipment. Some fixtures were 
retained, but for the most part modern tables and cabi- 
nets were put in place. 

There are 1200 miscellaneous articles on the display 
tables and a like number sampled on the wall panels. 
In all, more than 50 per cent of the goods in stock are 
prominently displayed. 

Following the renovating of the store Mr. Pelton was 
asked for a few comments, based on his observations and 
experiences. ‘After thirty years in the retail hardware 
business,” he replied, “I am now convinced it is abso- 
lutely necessary to have as many items on display as 
possible. The day when merchandise could be sold from 
shelves is now long past. 

“T find that it takes a little more time to keep the mer- 
chandise clean and attractively arranged, but when the 
displays sell a good quantity of merchandise, I cer- 
tainly can afford a little time to dusting and arranging.” 

Mr. Pelton and his son are rightfully proud of their 


store. They have worked earnestly to provide Geneva 


| residents with the best of hardware at reasonable prices. 


As sales have increased and favorable comment con- 
tinues to pour in, they have come to believe that the 
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Geneva Hardware Co. has secured a firm foothold in the 
retail hardware distribution picture in Geneva for some 
time to come. This city is a buying center for a trading 
area of about 10 sq. mi. Many farmers make the 
Geneva Hardware Co. their headquarters for hardware 
and kindred merchandise. About 15 per cent of the com- 
pany’s total sales come from the farm trade. 


A Timely Interior Display 


Garden and lawn goods are now in brisk demand and 
it behooves hardware dealers to utilize any method which 
will tend to lend further impetus to the sale of such mer- 
chandise. Among the best supplementary methods, in 





addition to window displays and newspaper advertise- 
ments, are interior displays. of the type illustrated above. 
The display shown occupies a central location on the 
main sales floor of the Swank Hardware Co., Johnstown, 
Pa. An elevated plateau, about 6 in. high, and covered 
with artificial grass, provides an effective means for 
showing such merchandise in an outstanding manner. 


Horsedrawn Farm Wagons Decrease 


Unless he is a jumper or stepper, old Dobbin, if any, will 
soon find he has no occupation. The Bureau of the Census 
reports that the total production of horsedrawn farm 
wagons in 1929 amounted to 40,547, valued at $3,804,888 
and of horsedrawn farm trucks, 59,837, valued at $2,460,- 
475. Farm wagon production decreased 29 per cent in num- 
ber and 23.1 per cent in value as compared with 57,081, 
valued at $4,946,025 in 1928 and farm truck output de- 
creased 4.9 per cent in number and 2.4 per cent in value as 
compared with 62,889, valued at $2,521,278. 


Chains Carry Wide Range of Items, Returns Show 


Out of the data that has so far come to light in the 
rather limited information available in the Federal Trade 
Commission’s Chain Store Investigation is one dealing 
with the number of items carried. 

The Commission said it found that a chain grocery 
store may carry from 1000 to 1500 items and a chain 
drug store as many as 15,000 or more, while a chain 
tobacco store usually has a list of several hundred items. 

Out of approximately 700 cooperative or voluntary 
group schedules mailed, over 25 per cent have been re- 
turned in “substantially usable form.” 


























No. 04283 


THE LOCK THAT 
NEVER GIVES WAY 


HESE Padlocks are not made from 

castings but from solid blocks of 
Extruded Brass Metal, which makes for 
exceptional sturdiness and durability. 


Made in 6 sizes,from 1 inch to 3 inches, 
with brass or hardened steel shackles in 


various heights. 


A good line to anchor to. Write us or 


your jobber for full information. 
—-E-— 
The Eagle Quality Line 


Night Latches Front Door Sets Cabinet Locks 
Padlocks Store Door Sets Trunk Locks 
Wood Screws Stove Bolts 


E) 
EAGLE LOCK CO, 














26 Warren Street-N - New York 


Branch Offices: : 
52iCommerce St. 177-79 N.FronklinSt. 114 Bedford St 
Philodelphia, Pa. Chicogo. Ill. Boston, Mas? 

Works at Terryville, Conn. 
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Step Up to Specials at the Interior Window 


(Continued from page 59) 


that contrasting merchandise is more effective than cor- 
relation. 

Third, Prices—This is primarily a bargain table. If it 
doesn’t impress the customer as an extraordinarily low 
price; if it isn’t a genuine bargain; if it sold cheaper 
elsewhere, it has no place on our Bargain Steps. 

The original price is given and then the reduced price. 


Often 20-cent items are marked down to 3 cents. No 
regard is given to the cost of “shelf warmers.’ When 


they go on the “bargain table” they are there to be sold 
and the price is reduced to the stage at which they will 
sell. 

ach item is built around the price card. The sign 
assumes as much importance as the merchandise, for it’s 
the salesman that plugs right through lunch time. 

Color—Gone are our mahogany and walnut tables. 
Gone are our dark stained shelving. Somberness is re- 
placed with vividness. Tables and shelving are now 
finished in jade green enamel, so that it presents a bright 
appearance. Nothing somber about jade green. Green 
is the symbol of new life, of freshness, of modernism. 
Paint can create an impression as readily as lower prices. 
Green steps would attract attention if they were devoid 
of merchandise. We therefore rely on color to “spot” 
out these steps. 

Impression on the Customer—You are our customer 


—you open the door. Attention! Directly in front of 


you are four steps of attractive merchandise at attractive 
prices. 

Neatly arranged—easily handled—everything priced 
former prices as well as the reduced ones. Why, here 
is a live store on its toes with new merchandise and spe- 
cials. Exactly! And that is the impression that our 
bargain steps can’t help creating. 








How WeE Hetp Our BarGAIN STEPS 


Our Bargain Steps form an, inside window. We might 
call it a windowless window. We use the same care 
as if it were an outside window. It sells as much mer- 
chandise for us. It attracts as many customers. We 
therefore spend as much time and display energy on it 
as if it were on the outside, where every passerby could 
view it. 

Customer Mention—Every customer is advised to look 
over our “specials.” We point out outstanding items. 

Exterior Notice—Signs are displayed in the window 
calling attention to the “steps.’”” One or two items are 
given window space to actually demonstrate the values 
offered on the new “Bargain Steps.” 

Newspaper Advertising to Assist in Attention-Getting 
—It’s new! It’s a feature! It’s for you! Come in and 
see our “specials”! We are now featuring it for our 
ads, as we certainly feel it’s worth talking about. We 
are mentioning it frequently with other items. 





Profits Climb 














RICH 
LADDERS 


RICH Ladders are made of selected, straight-grain, West Coast Spruce, and include spe- 
cial features that satisfy the steadily increasing demand for better ladders. They are strong, 
light weight, SAFE. There is a RICH Ladder for every purpose and customer. 
why the ladder profits of hardware dealers selling the RICH Line climb higher and faster. 
Catalog and prices mailed upon request. 


THE RICH PUMP & LADDER COMPANY : - 


WE PAY THE FREIGHT 


TRADE MARK 


to Higher Levels with 





That is 


Cincinnati, Ohio 














































Roof to Floor 


From roof to floor—wherever 
nails must hold—there are 
Reading Cut Nails for greater 
gripping power. Uniform in 
gauge and quality, free from 
splits or laminations, Reading 
Cut Nails give the recognized 
advantages of cut nails in most 
perfected form. 


Reading Cut Nails are made 
with just one purpose —to hold 
longer and grip tighter than any 
other type of nail. For shingling 
or flooring, they mean extra years 
of satisfaction. Our illustrated 
catalog contains valuable infor- 
mation about Reading Cut Nails. 
Send for it today. 


READING 


Atlanta 
Baltimore 
Boston 
Buffalo 
Chicago 
Cincinnati 
Detroit 
Houston 
Los Angeles 
New York 
Pittsburgh 
Cleveland 
St. Louis 
- @& 6-4 
San Francisco 
S:¢ at €-he 
Philadelphia 
New Orleans 
Kansas City 


IRON COMPANY 


Reading, Pennsylvania 


Reading Cut Nails are obtainable 
through authorized distributors 


READI Rit: Brown & Sharpe 


CUT NAILS 


CUT FROM SOLID PLATE. 
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Your reputation 


asa 
high grade 
hardware dealer 
is judged 
by a few 
nationally known 
and 
nationally advertised 
lines 
® @ @ 
Brown & Sharpe Tools 
are included among them 


For over 80 years Brown & Sharpe Tools have been the 
first selection of skilled mechanics. This ready accept- 
ance not only makes them easier to sell but increases 
materially your precision tool sales. 


Have you a copy of our Catalog No. 31? 
If not, send for one. Brown & Sharpe 
Mfg. Co., Providence, R. I. 


Tools 


“ World’s Standard of Accuracy’ 
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Hot of the Nail Ke 


Little yarns that others have laughed over 


culled from various sources. 


As a contem- 


porary puts it; “Some of them have been 


copied, the rest will be.” 











When the clock struck the 
midnight hour, father came to 
the head of the stairs and in a 
rather loud tone of voice 
said, “Young man, is your 
self-starter out of order to- 
night ?” 

“Tt doesn’t matter,” re- 
torted the young man, “as 
long as there’s a crank in the 
house.” 


A farmer sold a load of 
produce at the market. He de- 
cided to surprise his wife. So 
he bought a suit of clothes, a 
hat, a pair of shoes and put 
them under the seat. On his 
way home he stopped at the 
river, took off all his old 
clothes and threw them in. 
Then he looked under the seat 
for his new outfit. Every- 
thing was gone. 

He thought for a moment, 
then he climbed into his 
wagon, cracked his whip and 
said: “Gidep, I’m goin’ to 
s’prise her anyhow, by heck!” 


He: “Well, my dear, I’ve 
just taken out a policy for 
$100,000.00 on my life.” 

She: “That’s fine. Now I 
won't have to be telling you 
to be careful everywhere you 


” 
70 
aia 


Bridegroom: “What, five 
dollars for a marriage li- 


cense? Why Judge, I haven't 
got that much.” 

Judge: “Well, I can give 
you a trial marriage for two 
dollars.” 





“Poor ole Bill! ’E’s so 
shortsighted ’e’s working ’im- 
self to death.” 

“Wot’s ’is short-sight got 
to do with it?” 

“Well, ’e can’t see when the 
boss ain't looking, so ’e ‘as ta 
keep on shoveling all the 
time.” 


The school superintendent 
entered the fourth grade 
room for the purpose of test- 
ing the intelligence of the pu- 
pils. He singled out a smart 
youngster, and then asked this 
pupil to name a number. The 
apt scholar responded promp- 
ly—*“432.” 

The school superintendent 
then wrote on the blackboard 
—234. Several times this 
educator asked for a number, 
and each time reversed it as 
he wrote it on the blackboard. 
He was seeking a thinker. 
Finally the experience-taught 
educator singled out a drowsy, 
sleepy-looking chap, and asked 
that far-away thinker to name 
a number. 

The slow-thinking, deliber- 
ate acting pupil said: ‘33,” 
and then he added: “Try 
foolin’ around with that one.”’ 





“Gracious,” said the doc- 
tor, “how did you get these 
awful bruises on your shins. 
Are you a hockey player?” 

“Oh, no; I just led back 
my wife’s weak suit.” 





“How did you get here?” 
asked the genial hospital doc- 
tor of the patient. 

“Flu,” replied the victim, 
softly. 





The younger generation 
does not save for a rainy day 
but for a wet night. 





Lady: “Have you any Life 
3uoy ?” 

Weeks: “Just set the pace 
lady.” 





“No, I don’t want to buy 


that horse. He looks as 
though he had a mean dis- 
position.” 


“Dat am nothin’, boss. He 
just got dat look from runnin’ 
in sulky races.”—The Brown 


Jug. 





Mrs. Bloop: “Does your 
car have a worm drive?” 

Mrs. Bleep: “Yes, but I tell 
him where to drive.” 





—AND ALL JOKING ASIDE 


The fastest known bird is the spine-tailed swift, which 
reaches the speed of 220 miles an hour .over the mountains 
of Asia; the tarpon, of Florida, the fastest fish, can cover 


80 miles in an hour; and the 


animal on legs, is credited with 60 miles per hour. 


has beaten all these records 


Indian cheetah, the speediest 
Man 
with his airplane, but he is 


still second to an insect, a fly no bigger than a bee, which 
has been recorded to do 815 miler per hour. 





It was ‘raining heavily as 
Smith left the club under the 
shelter of an umbrella. Jones, 
seeing an opportunity of shar- 
ing the shelter as far as 
Smith would be going, hur- 
ried after him. 

“Hey, Smith,” he cried out, 
“where are you going with 
that umbrella?” 

But Smith had already 
dropped the umbrella and fled. 





The Boss: “Robert, I hope 
you try to save half of what 
you earn.” 

Office Boy: “I don't get 
that much, sir.” 





Bridget: “Madam, you or- 
dered eggs for breakfast and 
there’s not an egg in the 
house.” 

Mrs. Richquick: “Well, 
Bridget; just use a little in- 
genuity.” 

Bridget: “All right, mum. 
Do you want it fried and 
where will I find it?” 





Wife (in telegram from a 
spa): “In four weeks I have 
reduced my weight to half. 
How long shall I stay?” 

Husband (wiring hack) : 
“Another four weeks.” 





“You are a Socialist, are 
you not?” 

“No, sir.” 

“What made you change 
your mind?” 

“I had some funds that I 
had earned lecturing on So- 
cialism. Some of my fellow 
Socialists found it out and 
decided it was time to divide 
even all around.” 
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Choice of 
White 
Enamel, 
Chromium 
Plate 
or 
Nickel 
Finish 





No. 03351 


Combination Tooth Brush 


and Tumbler Holder 


Finish 





No. 3351—Nickel Finish 


No. 03351—White Finish 
No. x3351—Chromium 


Waterbury 


Your Customers Won't Have to Replace Them 





Dealers who sell rxcco Bath Room Fixtures 
can stand squarely back of the Quality—they’re 
Secause 


made to give everlasting service. 


RINGCO 


Bath Room Fixtures 


are Chromium Plated over heavy nickel plate 
on a solid brass body. Beauty and durability 
are built right into them. No rust. No tar- 
No complaints. They sell on a Quality 
Send for Prices. 


nish. 
basis. 


We also manufacture Furniture Trimmings, Up- 
holsterer’s Nails, Eyelets, Grommets and Washers. 


AMERICAN RING COMPANY 


Connecticut 


Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 
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we PAY THE FREIGHT 


“W. BABCOCK C9 
BATH += NEW YORK, 
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This ALL-STEEL COES WRENCH defies 
the toughest jobs and continues to SELL on 
sheer merit. 


Seven sizes: 6 inches to 21 inches. 


Ask your jobber. 








BEMIS & CALL CO., Springfield, Mass. 
CLOTH 
AND WIRE 


W R E PRODUCTS 


“Buffalo” Quality Standard Galvanized 
Hardware Grade backed by 58 years’ ex- 
perience in wire cloth manufacturing. It 
gives the kind of service to your custom- 
ers that means more sales to you. Com- 
plete information and prices on request. 

Write for Folder 83-B 


BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869 


518 Terrace Buffalo, N. Y. 



















AV 
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THE CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchousee—New York, Chicago, Philadelphia. 
Western Factory—Dayton, Ohio. 











This PeerlessHand- 
cuff Accessory is 
used by many bank 
messengers to pro- 
} tect their securi- 
ties. 


It is also used 


For Transporting a Single Prisoner 


A single Peerless Handcuff is attached to one end of a 
five-foot chain and a three-inch ring at the other end of 
the chain. Simple and efficient. Send for descriptive 
folder and prices. 


PEERLESS HANDCUFF CO., Springfield, Mass. 

















Coming Conventions 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Myrtle Beach, S. C., June 10, 11, 12, 1930. Arthur 
R. Craig, secretary-treasurer, 804-6 Commercial Bank 
Bldg., Charlotte, N. C. 

LOUISIANA RETAIL HARDWARE AND IMPLEMENT AS- 
SOCIATION CONVENTION, Hotel Roosevelt, New Orleans, 
June 9, 10, 11, 1930. Guy Nason, secretary, Starkville, 
Miss. 

Minnesota Retart HARpware ASSOCIATION Con- 
VENTION, Feb. 17, 18, 19, 20, 1931; Municipal Audi- 
torium, Minneapolis. Charles H. Casey, manager-treas., 
Nicollet at Twenty-fourth Street; Minneapolis. 

Mississippi RerTarL HARDWARE AND IMPLEMENT As- 
SOCIATION CONVENTION, White House, Biloxi, June 16, 
17, 18, 1930. Guy Nason, secretary, Starkville. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
GREss, St. Louis, Mo., June 23-28, 1930. Herbert P. 
Sheets, managing director, 130 E. Washington St., 
Indianapolis, Ind. Hotel Headquarters, Coronado Hotel. 

New EncLanp Retarit HarpwareE DEALers Asso- 
CIATION CONVENTION AND EXHIBITION, Boston, Feb. 
18, 19, 20, 1931. Convention at Paul Revere Hall. Ex- 
hibition at Mechanics Building. George A. Fiel, sec- 
retary, 80 Federal Street, Boston, Mass. 

New YorK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND Exposition, Rochester, Feb. 17, 18, 
19, 20, 1931. Headquarters, Hotel Seneca. Sessions 
and Exposition at Edgerton Park. John B. Foley, sec- 
retary, 510 Hills Building, Syracuse. Martin Van- 
Dussen, Manager of Exposition, 286 North Street, 
Rochester. 

SoutH DaKota ReEetatt HARDWARE ASSOCIATION 
ConvENTION, New Auditorium, Rapid City, Feb. 3, 4, 
5, 1931. Headquarters, Alex Johnson Hotel. Charles H. 
Casey, manager and treasurer, 2344 Nicollet Ave., Min- 
neapolis, Minn. 


Business Failures Increased 
in Week Ended May 10 


Commercial failures during the week ended May 10, as re- 
ported by both Bradstreet’s and R. G. Dun & Co.’s reviews, 
indicate a tendency to increase, Bradstreet’s reporting 461, as 
compared with 444 for the previous week, and Dun showing 525, 
against 472. The totals reported by the reviews are in both 
cases higher than for the corresponding week of 1929, when 
Bradstreet’s indicated 391 and Dun 428. Canadian insolvencies, 
says Bradstreet’s, fell from 35 to 33, while Dun shows 47 
against 49. 

The largest territorial increase in failures reported for the 
week was in the Middle Atlantic section, where defaults totaled 
140, an increase of 17. The New England, Western and Far 
Western sections all reported decreases in number of failures, 

The percentage of the defaults falling in the groups of busi- 
nesses employing capital of $5,000 or less showed an increase 
of 3.3 per cent to 71.3 per cent of the total number reported, 
while the group using from $5,000 to $20,000 had fewer failures, 
falling from 22.5 per cent to 18.6 per cent. 

R. G. Dun & Co., commenting on the increase in the number 
of failures for the month of April, say: “In addition to the rise 
in number of failures last month, there was a sharp expansion 
in the liabilities among manufacturers and traders. Thus, the 
manufacturing indebtedness, at $19,668,738, was almost double the 
$10,422,876 of April, 1929, and the amount involved by trading 
reverses—$23,426,764—showed an increase of more than 21 per 
cent over the $19,101,961 of April, 1929. On the other hand, 


| the liabilities among agents, brokers, etc., were relatively small. 
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NEW... 
and Better 


Smoother, whiter, 
harder. Superior quali- 
ty, yet costs no more. 
Packages of 21/2, 5, 8, 
and 15 Ibs. Send for 
sample and prices. 
Pecora Paint Co., 4th 
Street and Glenwood 
Ave., Philadelphia. 








Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 
lines handled by the Hardware Wholesalers. 


For instance, on pages 7 to 79 it indicates by key 
numbers what classes of merchandise each hardware 
wholesaler handles. There are explanatory key numbers 
covering every class of merchandise that constitutes a 
modern hardware stock. ; 


Then, the Hardware Retailers on pages 80 to 353 who are 
rated 1, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the U. S. 


CONTENTS OF VERIFIED LIST 
Wholesale Hardware Houses in U. S., Canada and Foreign. 
Retail Hardware Stores in U. S., Canada and Foreign. 
Chain Hardware Stores in United States and Canada. 

» 10, 25c to $1.00 Syndicate Stores carrying hardware. 
Department Stores carrying hardware and housefurnishings. 
Manufacturers’ Agents in U. S., Canada and Foreign. 
Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 
Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 
Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen's calls. Every manufac- 
turer's sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Since 
the previous issue was published there have been more than 
10,000 additions and corrections, and these all appear in the 
Tenth Edition. 


Published annually, $15.00 postpaid 
Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 












































Half the merchandising failures 
in one retail field that has had 
intensive study are directly 
attributable to over-stocking of 
wrong items. Let the pages of 
HARDWARE AGE help you in 
the selection of salable goods 
and in the most effective 
methods of merchandising them. 
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OSBORNE Punches 


Our Belt, Spring, Arch and 
Revolving Punches have been 
on the market for over a 















century. We also make 

Leather Workers’, 

Trimmers’ and Up- ‘ 
holsterers’ and s Their qual- 
Plumbers’ ity is KNOWN 
, —their sale is 


made when you show 
them. Send for Catalog 
of our Complete Line 
Punches and other tools. 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








“IVES” Patent Ventilating Lock 


bog 


——. Window 
“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 





Showing Window Menefeetar 
Closed. sittin! 














THE PAINT-O-MISTER 
ERE’S what you want in a spraying machine. Light- 
ness—ease »f operation---easy cleaning-—easy iubri- 


cating—sturdy motor—full pressure to at least 25 Ibs. 
The ‘‘Paint-O-Mister” has them all. $39.50 Retail 


THE ATOMISTER CORPORATION 


39 Seott Avenue Rahway, N. J. 








The symbol of 


quality in chain 


There is an ACCO Chain for every 
industrial, farm and home rurpose— 
in bulk or made into specialties. 


Concentrate on this profitable 
quality line. Made by the world’s 
largest manufacturer of welded and 
weldless chain. 

AMERICAN CHAIN CO., Ine. 

Bridgeport, Conn. 
Makers of the Famous Weed Tire 
Chains 
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WICKWIRE BROTHERS 
BRONZE Wire Cloth 


ABSOLUTELY RUSTLESS. Not af- 


fected by salt air, acids or gases. Made SAMSON CORDAGE WORKS 
from a special alloy of 90% Copper and BOSTON, MASS 


10% Zinc. 
od sens. seat ty ie ke Nate) 5 a0) .0D) 
eee en SAMSON SPOT, PHOENIX and SACHEM brands 
each the standard of quality for its particular use. 
“There IS a Difference in Sash Cord’ 
OTHER BRAIDED CORDS: COTTON TWINES 


SAMSON TRADE MARK 





Send.for catalogue, samples and selling information 














SEAMLESS TUBING— 


Lengths and Coils 


Dehydrated Tubing for Refrigeration Use. 
“Extra Heavy” Tube for Oil Burner 
Installation 





Immediate delivery. Send for prices. 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 







































‘ f COLORED 
Armstrong Bros. {METAL KEY 
Write Today Phen ye 








for Catalog 
P-10 


32 In. Long 
13% In. Deep 


The sign of the 


master locksmith 





Reversible who cuts keys with 
Ratchet Stocks the Segal Rectify- ° 
This stock is indispensable on some work ing Cutter. 


—threading pipe in awkward corners, etc. 
It will often save its cost on a single job. 
Fits all standard dies within its capacity— 


—— inetentiy, and will sient : pipe Segal Lock & Hardware Co. 

end projecting but an inch. From the line : 

of ARMSTRONG BROS. Better Pipe 12 Warren St., New York City Prices 

‘ools. anc 
Trane Booklet 
Jimmy- 
ARMSTRONG BROS. TOOL CO. | 2 ate <s 
. Lock: ” 
314 N. Francisco Ave. CHICAGO vis sai 











EXACT FEATURES that sell ovens 


No more soldering failures—Kester eliminates the guess- 

work of separate fluxes. Sure, simple, professional solder- Nesco ovens are quality ovens. 

ing success for every hardware customer. Years of na- Sell easier because built to last. 

tional advertising have made Kesfer Solders known and es nie ~ 

demanded everywhere. Realize the profits in the Kester Full vin lined — double walls, 5 

line—insist on Kester Solders. bestos insulated — heat indicator 
» —air circulation—heat deflector 


—two locks. Specify ‘**Nesco” 
to your jobber. 














From all jobbers 


Kester Solder Co., 4205 Wrightwood Ave., Chicago, Ill. é 
Nationat ENAMELING AND 


Stampinc Company, Inc. 


13 12th St., Milwaukee, Wis. 


_NESCO 


| 04 


Incorporated 1899—Formerly Chicago Solder Co. 


The Nationally 
Advertised Trade Mark 


SOLDER 


ACID-CORE ROSIN-CORE PASTE-CORE 
METAL MENDER RADIO SOLDER 
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INDEX TO ADVERTISERS 











THE 


ADVERTISEKS INDEX 


is published as a convenience and not a8 @ part of the advertising contract. 


No allowance will be made for errors or failure to insert. 


Every 


care will be taken to index correctly. 





Addison-Leslie Co. 


Allen, L. 


Alliance Mfg. 
Allith-Prouty Co. 
Almo Trading & Imp. 


American 
American 
American 
American 
American 
American 
American 
American 
American 
American 
American 
American 

Co. 
American 
American 


Anti-Borax ( ‘ompound Co. 


B., Co., 


Chain Co 
Fork & Hoe Co........ — 
Gas Machine Co....... — 
National Co... 

Ring Co 
Saw & Mfg. 
Screw Co. . 
Sheet & Tin Plate "tere 
Stainless Steel Co...... 
Steel & Wire Co....... 
Swiss File & Tool Co... 
Telephone & Telegraph 
T er Bottle Co.....— 
Week 







ee ee ee eee og 
Armstrong Bros. Tool Co......... 69 
Armstrong Electric & Mfg. Corp... — 
Armetrong Mfg. Co. ......2.2.2.+ wee 
Associated Factory Distributors.. — 
Biktoe 0 ie., Be. Cu oc cccscon ss 20 | 
Atlantic Products Corp.......... - 

Atlas: AGeeEIR OO. 0.00606 00s 2000 —_ 
Atias Tack Corp.......cscceseee 74 | 
Atomister Corp. ....cccsccceess 68 

B 

Babeock Co., The W. W........- 65 
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Baker, Geo. & Sons... ......000¢ 55 
Barney & Berry, Inc...........- = 


Bartlett Mig. Co.......ccceceses 


Bassick ( 


Beckley Ralston Co............+-. 


Bemis & 


Bernz Co. 
Bethlehem Steel Co............-- 
Birtman Electric Co 
Bissell Carpet 


Blaisdell 


Bommer Spring Hinge 
Bosley Co., D. 
Boston Varnish Co.............- 


Boston W 


Rrach Mfg. 


3rainerd 
Brecher, 


Bridgeport Hardware Mfg. 
Bridgeport Screw Co. ....... 


Brown & 
Brush-Nu 


Buffalo Wire Works Cv., 


Burley & 


Burnley Battery & Mfg. 


California Fruit Growers Exchange 5 
Carborundum Co. 
Carolus Mfg. 
Products Co. 
Champion De Arment Tool Co.... — 
Chase Brass & Copper Co........ 


Chain 


Cheney & 


Chicago Roller Skate Co......... 
Chicago Spring Hinge Co........ 7 


Clarinda 


Clark Bros. 
Clemson Bros., 


Cleveland 
Cleveland 
Cleveland 


Clover Mfg. 
Coldwell Lawn Mower Co........ 
Coleman Lamp & Stove Co....... 
Columbian 
Columbian Vise Co 


Conestoga 


Congoleum Nairn, 
Conlon Corp. 
Continental Screen Co 
Continental 
Cook Company. 

P. & F 


Corbin, 


‘o. 


Call Co 
, Inc., 


Otto 





Sweeper Co....... 
Pencil 


oven Hose 4 Rubber (eo. 
Co., 
Mfg. 
August 


9 
3 
\ 


lal 


Sharpe Mfg. 
Co. 


8 


se scccosves See 


Winter Pottery Co...... 
Css eae 


| | 


Cc 


on 
nw 


Co. 


111 





BOM, Bin ccccrsccccrececs —_ 


| 
ill 


GE Sere 
BRE DO. occ nccsscens 
Quarries RIAs s 5.0;0 0.0 c's'n'e 
Twist Drill Co........ 
Wire Spring Co........ 


Tt 


~ 
Pa] 


! 
| 


Rope 
RMN oie na conse 
Steel agama agen 
Te ee 


Corbin Cabinet Lock Co......... - 


Corbin 
Cortland 
Crescent 
Cronk & 


Se 





rew Corp 
Grinding Wheels Corp... — 
Tool _— 
Carrier Mfg. 


Crown Cork & Steel Co.......... 


Cyclone F 


Daisy Mfg. 


a eee ot - 


Damascus Steel Products Co...... _— 


Dayton 


De Laval 


SO eee 
Deming Co... 


Deniston 


Toy 
Dazey Churn & Mfg. 
2 RL ere 


& Specialty Co...... - 
RMiccesades 


Separator Co.......... 


EA dso csnevecduene snes 


| 


) 


| Diamond 





| Estwing 








Devoe & Raynolds Raicwls wise lteine® 
Ree 
Dietz Co., R. 
Disston & Sons, “Tnc., 
Dixon Crucible Co., 
Domes of Silence, 
Duluth Show Case 6% 
Ibu Pont de Nemours & Co., E. I. 
Durable Toy & Novelty Co....... 
wy i er 


fe aman 
Josey yh. 
Ine 





SS ee 
~ Jagle-Picher Lead 
Se errs 
Eastern Tool & Mfg. Co......... 
Eclipse Machine Co........ e000. 
Edison Lamp Works 
Edlund Co. 
iy NS ico uo wig Sa ow 
wl ks eee 
Electric Cutlery ©0.....sccccees 
Electric Soldering 
Empire Level Mfg. 
a 
Everedy Co. 
Evansville 





Fairbanks 
Fairmount Tool & Forging Co.... 
ara 98 a ee eee 

Fate-Root- Thar a eee 
Faultiess Caster Co............. 
Federal Enameling & Stamping Co. 
Fischer, J. 
Fitzgerald Mfg. 
Forsberg Mfe. 
Wax, A, Th, cc cvscncesceseeeses 
Frantz Mfg. 


G 
Getz Power Washer Co.......... 
General Wheelbarrow 
Gilbert & Bennett Mfg. 
Globe American Corp............ 
Gillette Safety Razor Co......... 


Gold Medal Folding Furniture Co. - 


ee ee ere 
Goud Housekeeping 
Greenfield Tap & Die Corp....... 
Greenlee Tool 
oD. aS rer ir 


ek ee eee ees 
Hanlon & Goodman 
eS ocr 


Harrington Cutlery Co........... - 


Harrington-Richardson Arms (o.. 
Hart & Cooley Mfg. 
Heller & Co., W. 
Henckels, Inc., SeeSalips.en ss 
Herschel Mfg. Co., 
Hibbard, Spencer, Bartlett 
Hill, N. N., Oe Saree 
Hoeft & 
Hoppe, Inc., 

Horton Mfg. Co 
Houze Convex Glass Co., baer 
LO ee a ee ere 
Le 8 Soe eee 
Hurley Machine Co.............. 


Imperial Bit & Snap Co......... 
Independent Lock Co............ 
Indiana Steel & Wire Co......... 
Ingersoll Steel & Dise Co........ 
Ingersoll Watch Co., Inc 
International Harvester 

TOR: bok Wok eens us bain o's a 
Tves Co., 
Iwan Bros. 


Jennings Mfg. Co.. Russell....... 

Jiffy Boiler Plug Co.......... 

Johnson & Johnson Bate 

Johnson Arms & Works. 
DM SiscctkeSase hoes sass 


Cycle 


Kansas City Chamber of Commerce 
Kees, IF’. D., Mfg. Co 
Keiser Mfg. 
meus Ane @& Tool Oe... 25 cccaccs 
Kenton Hardware Co......... 

Kester Solder Co. . ; 
Keystone Steel & Wire Co....... 
Kimball Bros. 
Klein & Sons, 
Kohler Die & Snecialty Co....... 
Kokomo Stamped Metal Co....... 
NO SE 4 SE ee ere ee 
Kranish Bros., Ine 


} Lamson & Sessions Co........... 




















] Rose, Frank, Mfg. 
| Rose & Bros., W 
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et i a — | Toledo Wheelbarrow Co.......... 
Oliver Iron & Steel Corp......... Sana: I AR EMI al io 7046-6 '4.0-0°8 88 
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P Twin City Tron & Wire Co....... 
Page Steel & Wire Co........... : U 
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7 Way 


Nose for 
Profits 


The Wolves of Lenox at- 

tractively packaged in plaid, 

are one certain means of 

steadily increasing hack saw 

business from your customers 
and prospects. 


ww wryly’ 


Put them to work for you. Watch 
them bring you greater and greater 
profits. 


YT 


Write for details of strong sales plan 
backing these famous hack saw blades. 


ESTES ETO Te 
di 


» 

hy 
AM 
My Ay. 


e 
+", 


AMERICAN SAW & MFG. CO. 
Springfield Massachusetts 


The Tools In the Plaid Box 





Spring Hinges of Quality 


~(CHICAGO) ~~ 
SPRING HINGES 


There Is No Substitute for Quality 

That is why the 
Chicago Spring Hinge 
Company, by correct 
design, quality of mate- 
rials used and work- 
manship, aims to make 
“Triplex” Spring 
Hinges the best on the 
market. 


The outstanding 
quality of these hinges 
wae oreo” coupled with their eff- 
ciency and durability has everywhere 
won for them the approval of Architects, 
Contractors and Dealers. 
Ask for “Triplex” Spring Hinges. 








+ 

Ly 

$4 
aa 
$ 

















a eS eS SS SS ST | ee. i 5 
aves SY They are wmternationally known. 
Re a 
Rae = e = 
NES Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
U. SS. A 
CE 
Lustrous 


A “QUALITY” SELLER 
AT A LOW PRICE ae 

















HE Hall “JUMBO” galvanized 
basket has advantages found in 
no other galvanized 
basket. It is probably 
sold in more hardware 


stores than any other 

similar product. Full form corrugations in heavily 
coated side, double bottom riveted through five layers 
of metal. Extra heavy Bessemer rod in top rim. 
Rope or iron handles. 


Hall Manufacturing Co., 
















Cedar Rapids, Iowa 








Write for Free Catalog of Trade-building Items 








ALUMINUM 
STOVE PIPE 


Appeals to housewives and 
stove buyers because of its 


lightness and lustrous ap- 
pearance. 
Easy to Fit. Never rusts. 





Lasts a lifetime. Needs no 
supporting wire to hold it. 
A window display makes sales 





right away. 


general use, 


Most practical stove pipe made for 
furnaces 


also for gas water heaters and gas 


Write for prices. 


McCarthy Mfg. Co., Inc. 
Pear Ave., Cleveland, Ohio 


Adjustable Elbow 


—Flexible, yet 
Rigid. You can- 
not pull it apart. 














Equip YOUR Store 


Duluth 


Profits.” 





equipped 
displayed merchandise and _ scientific 
Merchandise 
effectiveness of Duluth display and merchandising 
hardware store. 
investigation—just completed: 


DX: 


Duluth Show Case Company, 5002 Wadena St., 


for More Business! 


attractively 
arrangement. Ask for 
of the sales-winning 
methods— 
Duluth hardware 
Merchandise 


with 


Duluth 


store 


with modernized stores, 


y [ HERE is more business than ever today for hardware retailers 


service, for evidence 
for any 
copy of new 


Also ask for free 


“Plans for Turning into 


LUTH 


Duluth, Minn. 
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CLASSIFIED OPPORTUNITIES 











CLASSIFIED ADVERTISING 


RATES 
Accounts Wanted” 





Positions Wanted and Help Wanted 

advertisements at Special Rate of 

one cent a word, minimum fifty 
cents per insertion. 








Use the “Classified Opportunities Section” to reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
and “Sales Representa- 


tives Wanted” Advertisements. 


Set Solid, Minimum of 5 lines......$3.00 
Each additional line.........+.- 60 
All Capitals, Minimum of 5 lines.... 4.00 
Each additional line............ 8&0 
Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers 


BOXED DISPLAY RATES 
R Beth. oc cece. cccccccccc cc ce cOS.OO 


Rech additional fnch.........2.00. 600 





Discounts for Classified Ad 
4 insertions, 10% off; 8 insertions, 15% of 
Due to the special rate, these discounts do 
not apply on Position Wanted or Help 
Wanted Adverti t. 
HARDWARE AGE is published each Thursday. 
Forms close Nine Days previous to date of 














Address your advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 























POSITIONS WANTED 


BUSINESS OPPORTUNITIES 





Retail hardware or traveling, age 38. Prefer 
Oklahoma, Texas, Kansas. 16 years experience, clerking, marking goods, 
buying, outside selling collection anything printed. Hardware catalog 
familiar, plumbing supplies, chinaware, implement repair, gas plumbing 
estimator, travelled six years, 18 states, large range of references. Em- 
ployed present. Address Box I-824, care of HARDWARE AGE, New York. 


SITUATION WANTED: 





SALESMAN—Fifteen years’ experience, acquainted Jobbers and Retail 
Hardware Department Store and Sporting Goods Buyers New York, Penn- 
sylvania, Northern Ohio; Not New York City, not Philadelphia. First 
class references. Wants lines of real merit to match conscientious effort; 
a = or part time. Address Box I-806, care of HARDWARE AGE, New 

or’ ity. 





HARDWARE man with ten years’ experience in retail and wholesale 
hardware business and plumbing supplies is desirous of associating in 
a sales capacity with established retail or jobber in metropolitan ie 
York, Long Island or New Jersey. Married. References furnished. For 
full details write Box I-820, care of Harpware AGE, New York City. 


FOR SALE—Business and building in Weston, Missouri, consisting of 
hardware, implement, furniture, plumbing and tin shop. Reason for sell- 
ing, recent death of my wife and failing health. Yearly sales run from 
$60,000 to $70,000. If interested, call or write for particulars. Rumpel 
Hardware and Implement Company, Weston, Missouri. 





FOR SALE—Retail hardware business in northern part of New Jersey, 
Inventory and Fixtures $25,000. Splendid opportunity. Established 30 
years. ent reasonable. Population 23,000. Diversified industries. Five 
railroads. Address Box I-818, care of HARDWARE AGE, New York City. 





Excellent thoroughfare, 


SUITABLE STORE for hardware business. 
Gerbereux, 389 


well populated district. Such a line is needed here. 
South Broadway, Yonkers, New York. 





FOR SALE—Modern Heller fixtures, complete, used only three months in 
store 22 x 50 feet. Repossessed. Will sell at substantial discount. Ad- 
dress Box 1-823, care of HARDWARE AGE, New York City. 





SALESMAN—30, married, with car. Wide acquaintance with hardware 
dealers and jobbers in New England desires connection with reputable 
manufacturer. Capable of introducing a new product advantageously. 
Prefer salary or drawing account against commission. Excellent references. 
R. J. MUNSEY, 9 Alhambra Rd., West Roxbury, Mass. 





HARDWARE MAN—14 years’ experience shelf and builders’ hardware, 
tools, plumbing, electrical supplies and paints, desires a permanent con- 
nection with opportunities in or near Metropolitan territory. Can furnish 
a references. Address Box I-813, care of Harpware Ace, New York 

ity. 





CAPABLE Hardware, Mill Supply and Building Material man; for- 
merly manager large Southern jobbing house, desires new connection as 
manager, buyer or executive or would represent reputable manufacturer 
in South where he has large following. Highest credentials. Address 
Box I-807, care of HarpwarE Acz, New York City. 


HELP WANTED 








WANTED by a manufacturer of builders hardware, a first class 
Mechanical Engineer. Kindly state age, experience, and salary expected, 
and address application to Box I-827, care of HARDWARE AGE, New York. 


SALES ACCOUNTS WANTED 


OPPORTUNITY for Manufacturer, who desires sales service in Pacific 
Coast territory. Sales organization, 5 experienced salesmen, offices San 
Francisco and Los Angeles, 15 years’ experience selling large dealers 
and jobbers. Can handle one or two additional accounts, commission basis. 

Tools, Cutlery or 





Hardware, Housefurnishings, Electrical Appliances, 1 a 
Builders’ Hardware. Address Box I-819, care of HarpwArE AcE, New 
York City. 





SALESMAN desires connection with reliable manufacturer as_repre- 
sentative for New England States. Experienced calling on wholesale and 
retail hardware trade, jobbers and supply houses. Age 38. Christian, 
married, good appearance. Capable and dependable. Salary or com- 
mission with drawing. Address Box 1-825, HARDWARE AGE, 
New York. 


care of 





TWO MEN who have wide acquaintanceship among the large retail 
hardware and lumber trade in Oklahoma and Texas. Seeking one or 
two additional volume lines. Address Box I-826, care of HARDWARE AGE, 


New York. 





SALES REPRESENTATIVES WANTED 





BUSINESS OPPORTUNITIES 


ADDED PROFITS DERIVED FROM THE SALE OF GENUINE 
NAVAJO RUGS direct from the Indian reservation. More demand for 
these rugs each day. A liberal arrangement will be made for those who 
~ sau to add this profitable line. Gallup Mercantile Company, Gallup, New 

exico. 








GENERAL HARDWARE Electrical Plumbing Business Established 
50 years, busy shopping center of N. H., income $42,000 yearly, nettin 
$7500; clean merchandise, will inventory $25,000, fixtures $4000; rea 
bargain for $22,000, terms arranged; Boston Business Exchange, 73 
Tremont St., Boston, Mass. 





AMAZING SCREW-HOLDING SCREW DRIVERS! 
screws inaccessible place, one handed! Factories, garages, 
auto, radio owners buy on sight! Exclusive territory. 
Manufacturer ‘ 


Remove, insert 
electricians, 


Free trial! 


1608 Winthrop Building, Boston. 


SALESMEN WANTED—We have openings for good sideline sales- 
mer: calling on Wholesale and Retail Hardware, and Mill Supply houses. 
Manila and Sisal Rope at competitive prices; domestic manufacture; 
direct representation; good advertising support. Commissions paid promptly. 


Apply by letter, stating territory covered and ex- 


References required. 
Address Box 1-812, care of HARDWARE 


perience selling Rope (if any). 





Ace, New York City. 

SALESMEN WANTED. We have openings for good sideline. Sales- 
men calling on the jobbing trade. Small household article. Wonderful 
repeater, household necessity patented item. All territories open. When 


replying give details on territory covered, experience, reference, etc. All 
replies held confidential. Commission basis. Newark Products Company, 
27 Elizabeth Avenue, Newark, N. J. 








WANTED—Salesmen by old reliable New York manufacturing con- 
cern to handle on commission basis a product used in place of pure white 
lead. Is non-poisonous. Ground in pure linseed oil, for outside use, and 
at an attractive price. Also several other fast selling items. Address 
Box I-811, care of HArpware Acz, New York City. 
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CLASSIFIED OPPORTUNITIES 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 








SALESMAN for each of the States of Michigan, Indiana, and Ohio, 
ta handle established specialty, standard in its class, to Mill Supply, 
wholesale Automotive and Hz ardware trades. Commission basis. Mention 


houses represented. PLEWS OILER COMPANY, Minneapolis, Minn. 





SALESMEN WANTED for low priced, complete line of Southern 
made Coal Ranges, Circulating Heaters, Oaks and Laundry Stoves. Several 
good territories open on commission basis. Box 7384-A, Chicago. 





YEAGER-DECAL CO., desires representatives calling on Paint dealers 
and Hardware stores to take over established protected territories in 
various parts of the country. This will be a good paying side line but 
must be non-conflicting. A-1 references required. 125 South 10th Street, 
Philadelphia, Pa. 





LUSTROUS Aluminum Stove Pipe beautifies a gas stove, and lasts a 
life-time. Every stove dealer a prospect. Territories open. McCarthy 
Mfg. Co., Pear Ave., Cleveland, Ohio. 








TELL YOUR NEEDS TO THE WHOLE 
WORLD OF HARDWARE 


Secure a Position, Locate a Salesman or Representative, Hire 
an Employee, Choose a Partner, Sell a Business, Rent a Store, 
or Profit to the Fullest by your share of Business Opportunities 


Make your wants known in the 


CLASSIFIED ADVERTISING SECTION 


HARDWARE AGE 


of 














SALES REPRESENTATIVES WANTED 


In a recent issue of this paper under the classification 
of ‘Sales Representatives Wanted’ were twelve dif- 
ferent advertisements for salesmen calling on the re- 
tail hardware trade. 


It looks as if hardware concerns knew where to ‘go 
for hardware salesmen, doesn't it? 


And by this same reasoning it looks as if these con- 
cerns reckon that men know where to “go to find 
these opportunities. 


It's a good paper that serves the trade ‘*both ways, 
isn't it? Try it and see. Address— 


HARDWARE AGE, 239 West 39th St., New York 
“Classified Opportunities Section” 





























74 HARDWARE AGE for MAY 22, 1930 





} 


New Low Prices 


Before you place 


Even so small a 
thing as a tack 


Atlas Tacks ...small in stature 
...can be of large importance 


your order'| to you. 


Clean cut, sharp, serviceable 


for ‘Skyscraper’ | 


woven metal rub- items ... they give satisfaction 
to all classes of consumers. 


bish burners, let | 
‘ Your jobber has a complete 
us give you the. ' 

| line... in quality and price 
quotations on the | range. It will pay you to ask 


for them by name. 


ATLAS TACK 
CORPORATION 


FAIRHAVEN, MASS. . . ST. LOUIS, MO, 


Homes, Stores, SR RRRMEE Es # =©new low prices we | 
Factories and u 
Institutions. =o can offer. 


SKYSCRAPER RUBBISH BURNERS 


waael = Distributed by 
~ || EASTERN NAIL COMPANY 


170 Union Ave., Providence, R. I. 
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DOMES of Ei eee =S aa Because Supe- 


SILENCE Ss | : <li omapng, set 
| <3 ly woven and 


s —— every bale rolls 
it — : out straight and 


eee qoen Sate’ | © true; dealers are 








7 «| Ys gross sets: . : 
acct] 130% cach of a 3 suggesting it for 


and %". $9 many and varied 


: om, y uses. 
« ° c Nese P ‘3 . 
oe for me: > . « 42 + The n e t t 1 n g 
ae DS  ooees nee] 7 with the rooster 
oo = See label costs no 
’ S D-19 Assortment ’ 
10c set of 4 ons, Sa Lo more, although 
‘ it is the quality 


E AS »@ T O S ELL a in every 


Domes of Silence are easy to sell when dis- ¢ G. F. Wright 
played on your counter. Anyone can put Steel & Wire C 
them on furniture. They slide smoothly yu iat 
and silently, save floors and rugs. 





Worcester, Mass. 


If your Jobber cannot supply you—write us direct. 


We also make all grades of Sliding Casters, Pin Slides, Felt 
Slides, Radio Felt Feet, Insulated Slides, ete. 


DOMES of SILENCE, INC. 2 UPERIOR 


21 Pearl Street New York City 
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UNCLE SAM SELECTS 
IMPREGNABLE 


HURD LOCKS for U. S. NAVY 


The Navy’s biggest lock order placed to date in 1930—goes to Hurd! 

Impregnable locks for impregnable ships! Over 30,000 Hurd locks will equip 
the new cruisers, naval yards, ete. 

The name Hurd means the finest pin-tumbler locks made.—of superior work- 
manship and quality throughout. Many are Master-Keyed and Grand-Master- 
Keyed. Some with special finishes. P 

Your trade and your own good name deserve the good name Hurd on the 


locks you sell! 


Branch Offices Branch Offices 


Peterson Bros 104 Walker St., New York City In Canada 
W. L. U te McGuffey, Ohio Richardson & Bureau, Ltd., 129 St. Peter St., 
Lee H. Ing am..1411 So. Michigan Ave., Chicago, Montreal, Que 

Charles L. Lewis....703 Market St., San Francisco, Cal. Export Office 

Gillette & MeLaren, Inc.....53 Fourth St., Portland, Ore. American Steel Export Co., 535 Fifth 
Ben B. Weldon....711 Mutual Bldg.. Kansas City, Mo. New York, N. Y. 


Ave., 


E. P. HURD, Lockbuilder 
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~~ MMe — , 
Progressive Dealer is © 
awakening to what > 


100% PURE VARNISH 


“CN TERLING” onSILVER—“ 100% customer confidence and profitable | 
Pure’’ on Varnish—one indi- business, it is necessary for him ba 
to offer his customers Varnish, as Y 


cates quality as does the other. 
Until Martin’s 100% Pure Varnish ‘mproved. Martin Varnish Co.isthe well as other merchandise, that 
was putonthemarketfifteen years Pioneer manufacturer of Varnish — will stand the closest scrutiny. 

ago, there existed an element of labelled 100% Pure (manufactured — The authorized agent for Martin's 100% 
chance in buying Varnish. During oDly of. Pure Fossil Gums, Pure Pure Varnish knows that he is offer- 
the last few years methodsofmer- Vegetable Oilsand PureTurpentine ing the best of Varnish merchandise 
chandising and standards of qual- —'No Benzine—No Rosin). tha laselina et Periiyia on'every tac, 
ity in Varnish, as in practically all The progressive dealer today knows _Weinviteinquiry fromprogressivemer- 

lines of merchandise, have greatly | that to establish, retain and develop chants whocater to intelligent buyers. : 

“ee a ; 99 
Know What You Buy ea 
ag 


Beet nb 





ee 
i . “ pe a ee ee ee ee edn Bans eo eee 











